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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St. Louis, Mo. 
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CONTRACT DIRECT WITH THE 
HOME OFFICE 


An old organization with a new plan now wants an 
agent in every city over 10,000 population. Offers 
for the first time an exclusive agency in the following 
Cities: 


Michigan 

Bay City 
Flint 

Grand Rapids 
Jackson 
Kalamasoo 


Pennsylvania 
Altoona 
Chester 

Erie 
Harrisburg 
Philadelphia 
Readi 


Wilkes Barre 
York 


se 
t. Josep 
St. Louis 


Nebraska 
Omaha 


IMinols 
Aurora 
Cicero 
Decatur 
East St. Louis 
Joliet 

ord Kansas 
Wichita 
Topeka 


Wisconsin 
Milwaukee 
_—— 
perior 
Madison 


Lansing 
New Hampshire Saginaw 
Coneord 


Manchester 
Nashua 


Indlana 
Evansville 


Gary 
Indianapolis 
South Bend 


The Inter-State is the only organization insuring 
only business and professional men for loss from ac- 
cident or sickness. 

Premium Rates—The Lowest 

Policy Forms—None Superior 


Write the Home Office for particulars 


INTER-STATE 
BUSINESS MEN’S ACCIDENT 


Brown Hotel Building 
DES MOINES, IOWA 


ERNEST W. BROWN, Sec’y-Treas. 


ASSO. 














A Progressive SURETY and CASUALTY Company 








Speaking 
of Fish— 


You have read the one to the 
effect that only a very live fish makes 
steady upstream headway. 

That truism is generally meant to apply to individual 
salesmen but it applies to life insurance companies as 
well. 

The Lincoln National Life Insurance Company believes 
that its remarkable growth has been largely due to its 
aggressive methods. It has continued to push ahead to 
new records each year because it is striving all the time 
to give the best possible service. 

Because this untiring service effort helps the individ= 
ual agent upstream in his business results, it pays to 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 
Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $265,000,000 in Force 











ST 


WMT De OA 


OTT => PAS 


OTT PO 


wT TT >>) <TD 


TTT: 








Oe 














THE 


SPECTATOR 























that is, if you can qualify, for it is the Des Moines General Agency with one of the most prosperous life 
insurance companies in the west, which calls you. 


You must be a big man to live up to such an opportunity in the “‘city of certainties” where rising skyscrapers, 
expanding industries and rapidly increasing population indicate great prosperity. 


Our company has been in operation for more than a quarter ofacentury. We have more than $100,000,000 
of insurance in force. Our ratio of assets to liabilities is larger than that of any other company in the same 
field. Add to this, the close cooperation with which our officers will support you in business getting helps, 
counsel and suggestions and the every influence and prestige of the company, brought to your favor, ALL 


THIS GCES TO YOU if you can qualify. 


You must be a man of large personal production, 
of great organizing ability, 
of the best social standing, 


of at least $25,000 in assets, 


and you must be capable of earning from $12,000 to $25,000 per year. If you are such a man-—we will give 
you ~a liberal first year commission, a renewal commission for nine years, a collection fee during the life 
of the policy, an office allowarce, and necessary funds for agency development. 


WRITE TO US, IF YOU CAN QUALIFY! 


Address OPPORTUNITY, Care of THE SPECTATOR. 


— 


SENN ELITE NRT RTIOT I et NE Eo 











A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium 
plan, up to $3,000, to young men and young women 
as young as age 2—Protective insurance and Educa- 
tional and Business Start Endowment insurance. 
This extension of the age limit for Ordinary insurance 
down to age 2 helps our Agents considerably. We 
issue Participating and Non Participating policies. 
As regards adults, we write contracts with Double 
Indemnity provisions covering any kind of fatal acci- 
dent, or with Double Indemnity provisions covering 
fatal travel accident only, as may be desired. We 
issue policies with Waiver of Premium and Disability 
Annuity or Instalment Payment features. We insure 
males and females at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILL: 








GENERAL INSURANCE OFFICES 


WILL IN 1923 


PROVIDE THEIR CLIENTS WITH 
LIFE, FIRE AND CASUALTY INSURANCE 


There is no reason why the life insurance department of a 
general insurance office should not be very profitable. One 
capable man at the head of the life department can earn as 
much the first year as any other department in the office and 
will earn an increasing revenue each year thereafter. All 
general offices that have life departments are pleased with 
results. 

This is a strong, conservative, clean Company that is suf- 
ficiently progressive to fit into the life department of a gel- 
eral insurance office. In 1923 this Company will make 
specialty of broadening its service to this extent. We solicit 
correspondence with insurance agencies now writing fire 
or fire and casualty insurance. , 


INTER-SOUTHERN LIFE INSURANCE COMPANY 
LOUISVILLE KENTUCKY 
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A LESSON 


IN ADMINISTRATION 


pSun Mutual of New Orleans a Typical Example of Best and Worst in 
Fire Insurance Financing 


OW the Sun Mutual Insurance Company of 
New Orleans came into being is an inter- 
esting little story as told to me by an old- 

timer several years ago. 
The Sun Mutual Insurance of New 
York (which passed out of existence many, 
many years ago) maintained an agency in 
New Orleans under the management of 
Leorard Matthews, grandfather of Leonard M. Finley, of 
precious memory. The agency did a thriving business, was 
recognized as one of the potential activities in the commercial 
life of the city, and Mr. Matthews was a very prominent citizen, 
highly respected and universally esteemed. One day, like a bolt 
from a clear sky, came an order from the company to close the 
This was a paralyzing blow to 


agency and wind up its affairs. 
In these days a man finding 


Mr. Matthews and his associates. 
himself in such a situation could easily secure another company 
to assume the outstanding liability and continue business un- 
disturbed at the same old stand. But in those early days no 
such facilities were available. 

While Mr. Matthews was endeavoring to find some solution 
to the problem which confronted and surrounded him and dis- 
cover some way to preserve his life work from absolute dis- 
integration, E. J. Hart, one of the most prominent and influen- 
tial merchants of his day, happened to drop in and asked the 
feason for the gloom which held the whole establishment in its 
depressing grasp. When informed of the situation, he ex- 
Claimed : “Why, that’s all right! Let the New York Sun go; 
we'll get up a Sun Mutual of our own.” With that he picked 
up a small blank book and started out. In a few hours he re- 


turned with subscriptions to a guaranty fund aggregating 


$70,000. Upon this foundation the Sun Mutual Insurance 
Company of New Orleans was organized and took over the 
business of the Sun Mutual of New York as it expired. The 
company prospered even beyond the expectations of its san- 
guine promoters, and declared large dividends in scrip, which 
scrip was faithfully and fully redeemed at its varying maturi- 
ties. In the course of a few years the company found itself 
possessed of substantial assets having an aggregate market 
value of over $500,000, but, of course, with a corresponding 
amount of outstanding scrip. Now to redeem this scrip would 
necessarily denude the company and bring it back to the finan- 
cial condition it was in at its birth. So the wise old heads de- 
vised the scheme of converting the company into a stock 
corporation, with mutual features, and exchanging the out- 
standing scrip for shares of stock. This was put into effect and 
the company duly chartered in 1855. 

I believe that Mr. Matthews died before the organization 
was completed. In recognition and appreciation of his services, 
and as a tribute to his memory, the stock certificates bore his 
portrait. They also bore a provision that interest at the rate of 
IO per cent per annum would be paid quarterly to the holder. 
(It is perhaps needless to say that when the old charter expired 
and a new charter was taken out, this provision did not form 
a part thereof.) The guaranty fund, which had never been 
drawn upon, was canceled. 

As will be seen, the original stock of the company did not 
cost the first holders a single cent. In addition to the 10 per 
cent interest paid upon the stock, the Sun, like the other local 
companies, for several years declared and paid plethoric par- 
ticipating dividends. Unfortunately, in the poi for immedi- 
ate cash returns, the merchants and factors who contributed the 
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great bulk of the business written in those days, and who prac- 
tically controlled the local:companies, compelled the companies 
to pay out each year practically all of the earnings, leaving vir- 
tually nothing to take care of the inroads which the lean days 
would some time or other make. And the lean days came, and 
some were so lean that they recalled Judge Haliburton’s de- 
scription of Job’s turkey, which he said had but one feather 
in its tail and was afflicted with such weakness that it had to 
lean up against the fence to gobble. When the time of tribula- 
tion came there was no fence to lean upon, and so the local 
companies, one after another (with one exception), ceased to 
gobble. In all probability if the local companies had been per- 
mitted, in the days of fat prosperity, to pay reasonable dividends 
and hold reserves to meet the proverbial rainy day, instead of 
having only one local company New Orleans would be to-day 


the insurance center of this country. 


To satisfy those who did not wish to wait until the record of 
the year was made up and the figure of participation defizitely 
fixed, a system of initial rebate was established. Every premium 
paid was subject to a rebate of 15 per cent, but, of course, those 
accepting this rebate waived all claim to any further participa- 
tion. This rebate constituted a clear profit to the city merchants 
and factors who took out in their own names insurance on 
cotton, sugar, rice and other farm products shipped to them 
by the farmers and planters, and while these were charged with | share. 


robust proportions, 


and labor involved 
efforts were made 


remained potential, 
tial. 


arbitrarily fixed by 


controlled the busin 
kind of sledding. 


and, like another I 
which fell from the 


1 


Company through 


ceived cash divide 


the full premiums, garnished and weighted with interest of 


SUB-STANDARD RISKS 


Controversy Started by Cleveland 
Life Underwriters with Missouri 
State Life 


ASSOCIATION OBJECTS TO COMPANY’S 
METHODS 


Vice-President T. F. Lawrence Writes 
Lucid Explanation and Upholds 
Company’s Plan 
The following communication was sent by 
Clinton F. Criswell, secretary of the Cleveland 
Life Underwriters, Cleveland, O., to 
President M. E. Singleton, of the Missouri 

State Life, of St. Louis: 


Inc., 


At the direction of the board of directors of 
Cleveland Life Underwriters, Inc., you are 
respectfully advised as follows: 

That inasmuch as numbers of our member- 
ship, consisting of general agents and agents 
of practically every legal reserve company op- 
erating in Cleveland, are, from time to time, in 
receipt of invitations to place with your com- 
pany business, with liberal first and renewal 
commissions, without respect to volume, and 
additional inducements or advantages of club 
membership, and 

As your local manager, E. B. Thurman, a 
member of our association, states that he is 
not in sympathy with such advertising or in- 
vitations, and 

As we are earnestly of the opinion that such 
advertising and invitations tend to disturb 
the organization of other companies, placing 
life insurance in general in disrepute, and 
creating an ill feeling toward your company, 
we write to request as follows: 

That such advertising and invitations shall 
not be forwarded to residents of Cuyahoga 
County, O., of which county Cleveland is the 
principal city. 


We respectfully ask your consideration of 
the foregoing as being for the good of our 
great business, and assure you in advance of 
our appreciation of any attention accorded this 
communication and of any reply that you may 
deem proper. 

In reply, the following letter was forwarded 
to the secretary of the Cleveland Life Under- 
writers, Inc.: 

Clinton I*. Criswell, Secretary, Cleveland 
Life Underwriters, Inc., 377 Society for 
Savings Building, Cleveland, Ohio. 

DEAR SIR: 


Mr. 


Your letter of the 11th of July addressed to 
Mr. Singleton, received during the absence of 
both Mr. Singleton and the writer on the 
Pacific Coast attending the convention of our 
Quarter Million Club, has come to the writer’s 
attention upon his return to the office, as he is 
responsible for the initiation and the carrying 
out of the agency methods of this company to 
which your Cleveland association takes excep- 
tion. 

It is unfortunate that you make such a grave 


misstatement in your letter as to state that 
E. B. Thurman, our Cleveland manager, is 
not in sympathy with our agency methods; 


and it seems difficult for us to believe that this 
statement could have been made through ignor- 
ance, as the writer wells knows that Mr. Thur- 
man has repeatedly expressed himself to numer- 
ous prominent members of your association as 
being enthusiastically in accord with this com- 
pany’s agency policy in every respect. 

We can well understand that some selfish 
company officers and general agents who are 
trying to obtain business through sub-agents at 
a low cost by making forfeitable renewal con- 
tracts might object to our agency methods; 
but it is hard for us to believe that the mem- 
bers of the Cleveland Life Underwriters, Inc,— 
that is, the men who carry the rate book and 
write the business and therefore really build 
our companies—would object to a program 
which has for its object: first, an endeavor to 


4 


“Mutual” from its title) went into liquidation on 


Koval for Louisiana and Mississippi. 


And so endeth the lesson. 


the rebate was looked upon and booked py 


the merchants as a commission or compensation for the trouble 


in attending to the business. Strenuous 


to abolish the custom, but the efforts were 


futile as long as the influence of the merchants and factors 


and for many years it was supremely poten. 


But in the course of time this influence lost its potency 
and the rebate system went into discard. 

In the glorious days when the reign of the local companies 
was undisputed, there was no competition. 


Che rates were 
the Board of Underwriters, whose member- 


ship was exclusively made up of officials of the local companies, 
The local companies were absolute masters of the situation and 


ess. The local agent of an outside company, 


in his efforts to secure any business, experienced the hardest 


He was looked upon as a species of Pariah 
vazarus, had to be content with the crumbs 
table of Dives. 


The Sun Insurance Company (it had dropped the word 


Mz Vy 


22, 1912 


having reinsured its outstanding liability in the Royal Insurance 


James B. Ross, then special agent of the 


The stockholders te- 
ids in liquidation aggregating $130.48 per 
Sic transit gloria Solis. 
O’HaAcerty. 


write some kind of policy at some rate on 
every applicant morally fit; and, second, to 
consider from agents of other companies ap- 
plications that their own companies will not 
consider, and at the same time to give those 
agents of other companies on such business as 
is approved and on which policies are issued by 
this company and placed an absolutely square 
deal in the way of liberal first-year commis- 
sions and guaranteed: non-forfeitable renewals. 

We believe we have taken a long step for- 
ward in the interest of both the insuring pub- 
lic and the insurance agents, and that we are 
entitled to credit and not condemnation for 
what we have done and are doing. We have 
noted that since this company started on tts 
agency program many other companies have 
liberalized their selection rules and accepted 
substandard business (in most cases from their 
own only) and that some companies 
have eliminated the clauses in their agency 
contracts that forfeited agents’ renewals. 

We cannot believe that the members of the 
Cleveland Life Underwriters think that any 
agency, or any company, or any organization 
of agents is bigger than the institution of life 
insurance, and that the interest of any agent or 
agents or any organization of agents should be 
considered more important than extending the 
benefits of life insurance protection to as many 
people as possible; but it scems to us that that 
is exactly the position vou are taking when you 
ask us to discontinue our practice of telling 
agents of other companies that we will handle 
for them business that their own companies 
will not handle—and that is all we have done. | 

It is probably quite true that our program} 
not attractive to some general agents who are 
making their money out of forfeitures of their 
subagents’ renewals or whose companies are 
following the old-fashioned idea of tight under- 
writing, accepting only_the cream of physica 
risks and telling the man who has some slight 
physical impairment, and therefore needs 1f- 
surance the most, and whose family needs pro- 


(Continued on page 25) 
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HE National Association of Insur- 

ance .\gents, in its forthcoming ses- 
sions, faces some interesting and peculiar 
problems. Its present policies have been 
subjected to criticism, biased and un- 
biased, and its officers and executive com- 
mittee are faced with the necessity of 
offering strong support to the stated poli- 
cies of the association. The association 
worked and will continue to work 
upon very general principles, a policy 
which, however good or necessary it may 
be, cannot win unanimous support. There 
are those who must by their very nature 
insist upon clear-cut, sharply defined prin- 
ciples and apply them ruthlessly. But 
todo so, in the case of the National Asso- 
ciation, would be almost impossible, as it 
would upset the whole present structure 
of fire insurance and very probably make 
it necessary to recant the principle in- 
volved. We take it that it is the purpose 
of the National Association to bring 
about certain changes in the business, but 
without radical upheaval. 
Meantime, the organization exercises a 
proper care to see that the lawmakers are 
correctly informed as to the value of pro- 


slowly and 


posed legislation and takes such steps as 
are necessary to prevent activities from 
other sources which might be detrimental 
to their membership. The very fact that 
they are organized and known to be ac- 
tive is probably, in many cases, a suffi- 
cient deterrent to the initiation of an- 
tagonistic movements. Probably one of 
the most effective criticisms offered is 
that the association is alienating rather 


than cultivating the good-will of the com- 
panies, although it has frequently set 
forth as its policy the latter course. Both 
sides of the argument have strong sup- 
port, for, while the agents have co- 
operated with and aided the companies 
in some things, they have so severely 
criticized them on other grounds as to 
make doubtful the net progress in the 
better 
tainly it would add to the strength of the 


ble to point 


direction of understanding. Cer- 


association's position were it a 


unanimous feeling of good- 


to a more 
will on the part of company managers 
than is at present possible. 


this issue of THe 


gta HERE in this is 
SPECTATOR is printed 


hetween the Cleveland (Ohio) 


ce Tes] ON - 


dence 
Life Underwriters, Inc., and Vice-Presi- 
dent VT. PF. Missouri 


State lite. 


Lawrence of the 
\n interesting question of 
ethics is brought up by these letters, and 
Mr. Lawrence courageously stands by his 


euns, holding that the methods followed 


by his company tend to extend the bene- 


insurance to the 


hts oft ite greatest pos- 


sible number of people, and are advan- 
tageous to agents as well. The question 
involved is not tundamentally a new one, 
and companies that have at times criti- 
cised the ways of companies writing sub- 
risks have later accorded that 
Hattery—imitation. 


standard 
sincerest form. of 
The general problem is one as to which 
there are bound to be differences of 
opinion, for it is and will continue to be 
viewed from several angles by the gen- 


eral 


agents, the companies not writing 
under-average risks, the soliciting agents 
and the companies accepting sub-standard 
risks, not to mention the prospect, who 
wants insurance all the more as he sees 
it slipping away from him. 
WARNING that there is imminent 
danger of a large increase in num- 
ber and fatality of cases of smallpox in 
this country is contained in a communica- 
tion from Louis I. Dublin, statistician of 
the Metropolitan Life, to the New York 
Times. Mr. Dublin ascribes the recent 
growth in virulence of this disease to the 
negligence of many people as to vaccina- 
tion, and to propaganda against vaccina- 
tion, which has broken down the legal 
safeguards in whole communities, par- 
ticularly in connection with school chil- 
Noting an increase in the case- 


5 


dren. 


fatality rate from one per cent in 1921 
to six per cent in 1922 in 246 cities of the 
United States, Mr. Dublin predicts that, 
“unless we are very careful to produce a 
vaccinated population in the United 
States and Canada, the chances are good 
for a large outbreak of smallpox, run- 
ning into the hundreds of thousands of 
cases, with a high fatality rate.” Every 
opportunity should be availed of to spread 
this warning among the people, so that 
they will be stimulated to take due pre- 
occurrence of 


cautions to prevent the 


smallpox, 


Indiana Auto Theft Rates Reduced 
IxpIANApoLts, INp., August 7.—Notice was 
Terre Haute, Ind., recently that 
a reduction in automobile theft insurance rates 
had been granted Terre Haute and Vigo coun- 


Commissioner T. S. 


rece ived in 


tics by State Insurance 
McMurray. 


age reduction of 50 per cent on the previous 


The new rates represent an aver- 


rates, which have been in effect since June rf. 
\lleging an unusual number of thefts in 
this locality insurance companies, through the 
Indiana inspection bureau, filed a petition with 
the State Insurance Commissioner asking an 
increase in theft Vigo 
county and Terre Haute, which was approved 
by him and put into effect on June 1. 
the American Automobile Insurance 
St. Louis made a thorough in- 


automobile rates in 


Recently 
Company of 
vestigation of conditions and seemed convinced 
that such a It then 
iled a new set of rates which were about 50 


raise was unnecessary. 
per cent lower and asked the approval of the 
State which was 
granted and put into effect to-day. 

The new ruling puts automobile insurance 


Insurance Commissioner, 


rates practically back to where they were be- 
fore the raise made on June t. In some in- 
stances the new rates on some makes of auto- 
mohiles are even lower than they were before, 
while the rates on other cars are just a few 
cents more than they were prior to June 1, but 
still a very substantial reduction on the pre- 
vious rate. 


Commission Agreement in West Virginia 

Ricumonp, Va., August 7, 1923.—According 
to advices, received from West Virginia, 90 
per cent of the fire companies operating in the 
State belonging to the Eastern Union have 
ratified the proposed commission agreement, 
and the agreement is now being submitted to 
Western Union companies for ratification. It 
is believed that the new scale will be ratified 
by all of the companies by the time the West 
Association holds its 
Atlantic City in 


Underwriters 
meeting in 


Virginia 
mid-summer 
September. _ 

Death of E. E. Read, Jr. 

Edmund E. Read, Jr., president of the Cam- 
den Fire Insurance Association of Camden, 
N. J., died on Tuesday last from angina pec- 
toris. He had been a director of the company 
for forty years, and its president since 1899. 
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Alexander The Great 
And The Gymnosophists 


In the course of his campaigns Alexander the Great 
captured ten Indian philosophers wko were called 
Gymnosophists. 


The Gymnosophists were ready of repartee,— at least 
that was their reputation; so Alexander decided to 
put it to the acid test. He picked out the eldest of 
the ten and told him he was umpire to judge the 
replies the rest of his friends could make to certain 
proposed questions. In case their answers were not 
pat, all ten were to be executed. 


Then Alexander asked the first Gymnosophist 
whether the dead or the living were most numerous. 


“The living’’, said the Gymnosophist, ‘‘because 
those who are dead{do not exist at all.”’ 


The second philosopher was asked by Alexander 
what a man could do to make himself exceedingly 
beloved. 


‘‘He must be very powerful,’ came the reply, 
‘‘without making himself too much feared.” 


To make a long story short the Gymnosophists got 
off scot free. But how pertinent would their an- 
swers have been today. Without knowing'it they 
gave the finest kind of arguments for life insurance, 
which gives power without fear and makes the dead 
exist in the comfort and welfare of those they 
leave behind them. 


The Prudential 


Insurance Company of America 


STRENGTH OF! 


emeosd, EDWARD D. DUFFIELD, President 





Home Office, Newark, New Jersey 
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AGENTS’ PROGRAM 





Aims to Show Field for Association 
Work 


J. H. BARNES A SPEAKER 





Get-Together Dinner Tuesday Night 
Plenty of Entertainment Offered 

The tentative program for the annual meet. 
ing of the National Association of Insurance 
Agents has just been announced. The program 
indicates a desire by the management to stress 
the field covered by association work. A num. 
her of addresses are listed which should proye 
of great interest. Plenty of time is allowed 
for discussion, which is as it should be, con. 
sidering recent criticisms of the association's 
policies. 

The recreation features of this convention 
are more than ordinarily promising and are s 
scheduled as to break up the routine of con- 
vention work, very fortunately. 

The program follows: 


HOTEL STATLER, BUFFALO, N. Y. 
AUGUST 21-24, 1923 





MONDAY, AUGUST 20 
).00 a. m.—Meeting of executive committee. 
2.00 p. m.—Beginning of registration of all 


attendants. 


TUESDAY, AUGUST 21 


10.00 a. m.—Conference of National and State Asso- 
ciation officers and committeemen. This executive 
session will include discussions of current subjects, 
out of which may come recommendations for the 


sideration of the convention. 

7.30 p. m.—Get-together dinner and _ entertainment. 
(Note.—This is to be one of the outstanding enter- 
tainment features of the meeting, and all members 
ely urged to make their plans to be on time 
the appointed hour. The ladies are cordially in 


vited nd expected to attend.) 


BUSINESS SESSIONS 





WEDNESDAY MORNING, AUGUST 22 

(Convening Hour 10 O’clock) 

Invocation.—Rev. Guy D. Wallace of Buffalo. 

Grectings from Louis G. Morgan, president, Buffalo 

ssociation of Fire Underwriters. 

Address of welcome. 

Response.—Frank LL. Gardner of Poughkeepsie, \. 

Y., vice-president, National Association. 


\ 


The president’s annual address.—James L. Cas 
Norwich, Conn. 

The executive committee’s report.—Frank R. Bel, 
Charleston, W. Va. 

The secretary-treasurer’s report.—Walter H. Ber 

tt, New York city. 

Appointment of committees. 

Presentation of communications. 

\ddress.—“The Benefit of Trade Associations to 
American Business,” Julius H. Barnes, president, 
Chamber of Commerce of the United States. 

“The Education of Agents for a Better Public Ser 
vice.’—A general discussion to develop the advances 
\f better educated agents tending toward a better 
formed public. 

\ddress.—“‘Organizations at Work,” Hon. Cornelius 
J. Doyle, associate general counsel, National Boar! 
f Fire Underwriters. 

General open discussion.—(This feature of a ge 
eral discussion on any desired subject will closé 
each session of the convention.) 

The afternoon of Wednesday will be given gv 
to a forty-mile steamer ride on Lake Erie and the 
Buffalo Harbor. The convention will be the guess 


of the Buffalo Association on this trip. 
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THURSDAY MORNING, AUGUST 23 
(Convening Ilour 10 O’clock) 
Music, starting at 9.45. 


Address.- “The 
Giddings of 


’ 


Art of Picking Men,’’ Major How- 


Hartford, superintendent of 


ard A 
agencies of the Travelers Insurance Company. 
How things are done. 
1—How Organization Helps a Local Agent,” 
Fred B. Ayer, president, the Fred 
P. Thomas Company of Cleveland. 
29—“How a State Association Works with the 
Commissioner,” Col. E. E. Goodwyn, past 
president, Virginia Association of Insurance 
Agents, 
3—“‘How an Agents’ Organization Settled a Big 


George ID. Markham of St. 





Louis, past president, National Association. 
1.—“How Local Boards Have Been Organized,” 
Chas. | Fs 
Alabama Association of Insurance Agents 


Gandy, assistant secretary, 


r 


—‘How a State Association Has Been ‘Born 
Again,’ ’’ Chas. H, Biddle, president, Penn- 
sylvania Association of Insurance Agents, 
6.—“Hlow Regional Meetings Sell Organization,”’ 
Frank J. Gardner, president, New York 
Association of Insurance Agents. 

*— “How a State Association Handles Legisla- 
tion,’ E. B. Dunning, president, Minne- 
sota Association of Insurance Agents. 

8—“‘How New England Works with Its Com- 
pany Bureau,’”? Ivan E. Lang, president, 
Maine Association of Insurance Agents. 

9.—“How a State Association Gets to the Public,” 
John B. Shea, secretary, California Asso- 
of Insurance Avzents. 
Address.—“‘Old Man Waste,” Winslow Russell ot 
Hartford, vice-] 


ciation 
resident and agency manager, Phoenix 
Mutual Life Insurance Company. 

General open discussion. 

The afternoon and evening of Thursday will be 
given over to the NYagara Falls excursion. An Eng- 
lish supper will be served in Queen Victoria Park, 
Ontario, with the American Bridal Veil and Canadian 
Horse Shoe Falls illuminated at night for the occa- 
sion. The convention will again be the guests of the 


Buffalo Association on this occasion. 


FRIDAY MORNING, AUGUST 24 


(Convening Hour 10 O’clock 





\lusic, starting at 9.45. 
Automobile 
1.—“‘Competition by Dealers.’ 


2—‘The Insurance 


insurance.—A general discussion. 
’ 

Schemes of \utomobile 
Clubs.”’ 


1 


Insurance Suggested by 


Increased Number of Accidents Caused by 


“Compulsory State 


Irresponsible or Unauthorized Owners or 
Operators.”’ 

1—“Cut-rate or Non-conference Companies.” 

ito Financing Concerns.” 

Address.—“Our Common Problems,’ M. TH. Ayles 


worth of New York city, managing director, Na 


tional Electric Light Association. 
Sales demonstration—An award of $50 in cash 
1 t 


wil be made to the agent presenting the hest argu 


ment and demonstration in the selling of any selected 


line of insurance embraced under either of the gen 
eral divisions, fire, casualty or surety. The award to 
be made three judges. 

General Open Discussion.—“‘The National Associa 
tion Services,” by Past President Claudius 17. Wood- 
worth: a memorial address on the association’s “Grand 


Hitchcock of Louisville, Ky. 


Old Man,” by C. T. 
ly following the above address, the ses- 


Immediate 
sions will be adjourned and the members will repair 
to the grave of Mr. Woodworth, where appropriate 
memorial exercises will be held, conducted by Presi- 
dent Case, at which Past President Charles F. 
Hildreth of Freeport, Tll., will speak. 


FRIDAY AFTERNNON 

(Convening Hour 2 O’clock) 
sion.—“Effective Advertising Messages for 
lual Agencies and for Agents Collectively in a 
Given City.” 


Discuss 





ns, postponed or unfinished. 
2 ¢ . . 
Report of the committee on resolutions. 


Report of the committee on nominations. 
Election of officers. 

Presentation of awards—the President’s Membership 
Cup, the Des Moines Attendance Cup and the Cash 
Sales Demonstration Award. 


Unfinished business.—Discussion and disposition of. 





A. W. HICKS RESIGNS 
New Jersey Agents Name Arnold Rippe as 
President—Aftermath of Famous 
“Twenty Questions” Seen 
Arthur W. 


Jersey Association of 


the New 
Insurance Agents, has 


Hicks, president of 
y 

submitted his resignation to that body, placing 

it before the executive committee at a meet- 

ing held in Newark. The resignation has been 

accepted and a successor was at once elected 

in the person of Arnold Rippe of Jersey City. 

Insurance men see in this move the after- 
math of the famous “twenty questions” which 
Mr. Hicks presented to Secretary Bennett of 
the National Association and which dea!t mostly 
with the subject of underwriters’ annexes. 
Secretary Bennett made public his answers at 
the Maplewood Convention of the New Eng- 
land State Associations and these differences 
of opinion led to Mr. Hicks’ resignation be- 
ing filed. 

The text of Mr. Hicks’ resignation says in 
part: 

As our State association’s constitution says 
we shall co-operate in the work of the Na- 
tional Association, and as TI cannot subscribe 
to or co-operate in some of the polict s of tha 
association, or the methods advocated by it, 
there was nothing for me to do but to tender 
my resignation. 

The New Jersey State Association, in elect- 
ing Arnold Rippe as successor to Mr. 


passed a resolution reaffirming its allegiance to 


Hicks, 


the policies of the National Association and 


pledging its continued support. 


ALABAMA LEGISLATION 
Certificate of Ownership to Be Required 
of Automobile Owners 
ALA., 


of 10 per cent in the present rate on insurance 


BIRMINGHAM, August 7.—Reduction 
against theft of automobiles in Alabama will 
follow enactment into law of a bill now be- 
fore the Alabama Legislature, according to a 
notice received by Commissioner of Insurance 
Frank N. Julian from the Automobile Confer- 
ence Association, composed of automobile in- 
surance men n the southeastern States. 

The bill referred to proposes that each per- 
son who owns an automobile be required to ob- 
tain a certificate of title to the car by payment 
of a fee of $1, such certificate to be geod for 
the life of the car or until the owner sells it. 
The purchaser cannot buy a second-hand or 
new car unless the seller furnishes the certifi- 
cate of title. The object of the bill is to pre- 
vent the theft of automobiles. In Florida and 
North Carolina, it is stated, a similar statute 


is now in force. 





The controversey between the Niagara Insurance 
Company of New York and the Norfolk Board of 
Fire Underwriters is still unsettled. There is a 


possibility of litigation. 
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BUYS LONDON AND 
SCOTTISH 


Northern Assurance Completes 
Important Merger 


COMPANIES TO REMAIN SEPARATE 


Purchase Price of £840,000 Made Up by 
50,000 Shares and £40,000 Cash— 
Move Will Extend Facilities and 

Increase Earnings 

Control of the London and Scottish Assur- 
ance Corporation of London has been pur- 
chased by the Northern Assurance Company, 
also of that city, and the details of the merger 
are almost completed. The London and Scot- 
tish was formerly called the London and Lan- 
cashire Life Assurance Company and transacts 
business everywhere. News of the amalgama- 
tion of the two companies was rife some 
time ago but details could not be learned until 
recently. 

The purchase price was given as £840,000, 
composed of 50,000 shares of the Northern 
Assurance and £40,000 in cash. Quotations 
on the value of the shares included places them 
at £16 per share, and the total price equals 
£7 per share of the London and Scottish, 
whose stock is quoted at £45. 

The merger will have an important influence 
on the destinies of the two companies, for it 
will greatly extend the facilities available and 
should be the means of increased earnings 
The London and Scottish began business in 
1862 and in 1863 commenced writing in Can- 
ada but did not enter the United States until 
1914 and then wrote only a moderate amount 
of business until toro, when it branched out 
being now licensed in nearly 
forty States. The London and Scottish owns 
the Welsh Assurance Corporation of Cardiff 
and the Scottish Metropolitan and its funds 
aggregate almost £7,000,000. 

The Northern Assurance Company of Lon- 
don is one of the largest companies in Eng- 


considerably, 


land and writes business practically all over 
the world, having over £14,000,000 of assets. 
It either owns or is connected with the White 
Cross, the Royal Scottish, the National Guar- 
antee and Suretyship, the Medway, the Provi- 
dent Accident and Guarantee, the World 
Marine and General, and the Indemnity Mutual 
Marine. The company writes all classes of 
business and in the United States, which it 
entered in 1834, does a large volume of fire 
insurance. Its United States management is 
under H. D. Lewis of Chicago for the West 
and Pacific coast, and A. G. Martin of New 
York for the East and South. 

The purchase will add greatly to the amount 
of life and marine business done by the North- 
ern group, for in 1921 the London and 
Scottish wrote about £499,000 in life premiums, 
€208.000 in fire premiums and £881,000 in 
marine premiums. Its total premium income 
then reached nearly £2,000,000. By the terms 
of the purchase the Northern Assurance and 
the London and’ Scottish will maintain their 
identities separate and distinct. 
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A Seventy-Five 
Year Record 


Hewing right to the line of higher 
ethical practice, the Liverpool and 
London and Globe has earned a 
reputation for fair dealing that is 
second to none in the entire in- 
surance world. Not a single obli- 
gation shirked. Not one just claim 
side-stepped or deferred in settle- 
ment. 

A company which can point to 
antecedents of this character holds 
out to the Agents obvious advan- 
tages that translate themselves 
into terms of dollars and cents. 


“IVERPOOE, 
=—\ 

wo | ON DON 
AND GLOBE 


Imsuramce Ca.r.-. 





Executive Offices: 1 Pershing Square 
Park Avenue at 42nd Street, N. Y. 

















A VALUABLE BOOK 


MARINE INSURANCE 
By Solomon S. Huebner, 


Professor of Insurance and Commerce, Univer= 
sity of Pennsylvania. 


This clearly written and comprehensive work 
treats of 
PRINCIPLES AND PRACTICES IN MARINE 
INSURANCE AND ITS FUNCTIONS; TYPES 
OF UNDERWRITERS AND POLICIES; AN= 
ALYSIS OF CONTRACTS AND PERILS 
COVERED; AVERAGE; LOSSES; 
CARGO AND FREIGHT INSUR= 
ANCE, ETC.—WITH FORMS 


PRICE, $3.00 
THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 




















DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


1923 EDITION 


Shows the premiums and losses for 1922 
SEGREGATED as to class of business for 


EACH STATE and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance 
Total Business (All Classes) 

The statistics relating to Fire Insurance and Total 


Business are subdivided according to classes of com- 
panies as follows: 


STOCK COMPANIES 
MUTUAL COMPANIES 
LLOYDS and INTER=INSURERS 


Totals for 1922 and when possible for four previous 
years follow each division in each State’s record. 
There are also given two 


IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1922 


while the other summarizes the 


TRANSACTIONS OF 38 YEARS 


This valuable book is handsomely bound in leather, 
and should find a place on the desk or in the bag of 
every managing underwriter and special agent. 


PRICE, $20. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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NO ACTION YET ON RECIPROCALS 


Massachusetts Commissioner Expected to 
Refer Matter to Law Department 
Notwithstanding the keen interest in the 
reciprocal situation in Boston and despite the 
many inquiries that are being directed at the 
State House, Commissioner of Insurance 
Wesley FE. Monks declines to make any com- 
ment on the situation, whatever the precedent 
established by the Connecticut department. The 
subject has been the text of the many letters 
received by the department containing argu- 
ments both for and against admitting recipro- 

cals. 

The general opinion in Boston seems to be 
that Mr. Monks will not take any action him- 
self, but will refer the whole situation to the 
Attorney General for an opinion. Mr. Hobbs, 
Mr. Monks’ predecessor, decided that recipro- 
cals could not be admitted under the law, but 
Mr. Monks will, it is felt, submit the new facts. 
which are understood to have influenced the 
Connecticut department to take favorable ac- 
tion, to the State Law Department for con- 


sideration. 


Indiana Fire Marshal’s Report 

InpDIANAPOLIS, INp., August 7.—Examination 
of the records of the arson division of the 
Indiana State Fire Marshal’s office shows arson 
is a dangerous practice in Indiana. Since the 
reorganization of the State fire marshal’s de- 
partment under Newman T. Miller, investiga- 
tions have heen made of every fire of sus- 
picious origin and a greatly increased number 
of law violators have been brought into the 
courts. Figures just compiled for the first 
six months of 1923 show that 197 cases were 
investigated by the arson division, twenty-six 
confessions were obtained, nineteen persons 
were convicted and thirty-nine cases are pend- 
ing in the courts. 

Indiana’s fire loss was reduced by $1,390,000 
in 1922, according to the records of the State 
fire marshal’s office. “This reduction is shown 
despite the fact that reports of more losses 
were placed on our books than in the preceding 
Miller, State fire 
marshal. “That more losses were reported last 


year,” said Newman T. 


year does not mean that there were actually 
more fires in Indiana, but that officials charged 
with the duty of reporting these fires to the 
State fire marshal are now functioning, and 
are performing a duty many of them had been 


” 


neglecting, 


Protest Broker’s License for Morris 
Plan Bank 

RicuMonp, Va., August 6—A vigorous pro- 
test will be made by local agents at Richmond 
over the application for the Morris Plan Bank 
of that city for a brokerage license. The ap- 
Plication is now pending, and it is probable 
that a hearing will be held by Commissioner 
Button during the present week. The agents 
claim in support of their contention that the 
charter of the Morris Plan Bank does not per- 
mit it to engage in any form of insurance busi- 
hess. Agents say that if the bank is licensed 


as a broker it will be far more detrimental to 
the insurance business than a bank agency. 

The Morris Plan Bank in Richmond was 
organized nearly two years ago, and has en- 
joved a rapid growth. It recently secured an 
amendment to its charter permitting an in- 
crease in capital, and authorizing it to con- 
duct a general trust business. 


Changes in Inland and Ocean Marine De-= 

partments of the Automobile Insurance 

Company 

G. G. Quirk, heretofore special agent for 
the inland and ocean marine departments of 
he Automobile Insurance Company, has been 
‘ansferred from the Atlantic marine depart- 
ment at Philadelphia to the home office of the 
\utomobile Insurance Company on Pear! street. 
There he will assume the duties of a new posi- 
tion, acting in the capacity of superintendent 
{ agents for the inland and ocean marine 
departments. This assignment will place him 
in the position of supervising the stimulation 
of ocean and inland marine business in the 
several marine zone offices conducted by the 
Automobile Insurance Company throughout the 
country under the direction of E. J. Perrin, Jr., 
assistant secretary in charge of the inland 
marine department, and A. G. Poeller, ocean 
marine agency underwriter at the home office. 
I. R. Sibley is manager of the inland marine 
department, and C. R. Ebert is marine secre- 
tary, with headquarters at 82 Beaver street, 
New York. Mr. Quirk before going to Phila- 
delphia was a New York State marine special 
agent for the Automobile Insurance Company. 
J. W. Busch, who has been a marine special 
agent in Connecticut, will succeed Mr. Quirk 
in Philadelphia. John J. Van Schaack will re- 
place Mr. Busch as a special agent for Con- 
necticut. 


Sues for Hail Loss 

Topeka, Kan., August 7—The failure of the 
Fourth State Bank at Hutchinson, Kan. a 
month ago had an echo in two suits filed in 
the district court of Sedgwick county last week. 
The suits were filed by O. B. Hall, a farmer, 
who claimed an 85 per cent loss on his wheat 
from a hail storm of July 14. The suits are 
against the American Hail Insurance Company 
or Hutchinson for $3196 and against the United 
Hail Insurance Company of Topeka for $1394. 
Walter Grundy, the missing president of the 
Fourth State Bank, is also the missing president 
of the American Hail Insurance Company. The 
adjusters for the two companies admitted that 
there had been a loss but declined to approve 
a loss of as large an amount as was claimed 
by Hall, and on account of the condition of 
the finances of the American Hail, due to the 
failure of the bank, there has been no arbitra- 
tion or other adjustment of the loss and Mr. 
Hall brought the suits to collect the money. 





Vice-President Stewart of The American of 
Newark has returned from a two months’ so- 
journ in Europe, part of which time was spent 
in adjusting the company’s marine interests. 
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Kansas Department Has no Printing Funds 

Toreka, Kan., August 7.—William R. Baker, 
Kansas Superintendent of Insurance, doesn’t 
know just now whether or not the department 
is going to continue to supply the annual state- 
ment blanks, make up an annual report and 
furnish the certificates of authority to the 
companies or supply the agents with their 
license cards. The recent Kansas Legislature 
passed a bill directing that those departments 
which are supported entirely by fees should 
pay for all printing from their own accounts. 

The State Insurance Department collects 
nearly a million dollars a year in fees and 
taxes. But it is supported from direct appro- 
priations of the legislature. It has a small 
contingent fund to pay the postage, telegraph 
and telephone and incidental expenses of the 
office. The annual printing bill of the de- 
partment is above $7000 a year and it has 
only about $1c00 a year available from the 
contingent fund. 

The State printer has decreed that all fee 
departments must pay for their printing and 
has left the insurance department out of the 
budget for printing. But the department can- 
not use a penny of its fees. All the money 
must go into the State treasury and cannot 
be used except by appropriation. The legis- 
lature made no appropriation for printing for 
the department and unless some plan may be 
developed whereby the State printer will change 
his ruling the insurance department cannot 
have any printing done this year. 


Death of George M. Fisher 

George M. Fisher, manager of the Railway 
Underwriters, died recently at his home in 
llinsdale following an attack of heart trouble. 
Mr. Fisher had been in poor health for some 
time and had gone to Florida for the winter, 
according to his custom, but while there his 
illness became more acute and he returned to 
his home, dying shortly after reaching it. 
The burial took place at his old home in 
Painesville, Ohio. 

Mr. Fisher had been in the insurance busi- 
ness for more than forty years, having served 
as Western manager of the Palatine until 
that organization’s retirement, when he took 
the post of manager of the Railway Under- 
writers. He was a pioneer in this field and 
had more than the ordinary amount of work 
to do: for in addition to the regular difficulties 
of business, he took charge of the making of 
rates, railroad business not being under the 
direction of a bureau. He will be sorely missed 


by his many friends. 





Bar Underwriters Without License 
The attorney general of New Mexico 
has just rendered an opinion that the law in 
that State specifically prohibits a company from 
issuing policies under the name of some un- 
derwriters’ agency. The limitation can, how- 
ever, be overcome under another section of the 
law which provides for designation of an addi- 
tional title upon the issuance of a distinct 


license. 








THE SPECTATOR 


Thursday 








THE SIGN OF GOOD CASUALTY INSURANCE 





LIABILITY BURGLARY 
ACCIDENT CREDIT 

HEALTH BOILER 

AUTOMOBILE LANDLORDS 

TEAMS ELEVATOR 
COMPENSATION GENERAL LIABILITY 


“poe 


Established 1869 


LONDON GUARANTEE & ACCIDENT CO.,Ltd. 


Head Office: CHICAGO, ILL. F, W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 
Philadelphia Branch Office 
Wood Building, 512-514 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers, 


OF LONDON 
ENCLAND 


145 Milk Street, Boston, Mass 








FIELD PRACTICE 


AN INSPECTION MANUAL 
For Property Owners, Fire Departments and Inspection Offices 
1922 Edition 
This well-known pocket manual is a standard guide in relation to common fire 
hazards and their elimination or reduction, and also as to 
Fire Protection and Upkeep. 

The general subjects which are treatedin much detailin this valuable book, are: 
Lighting Hazards—Heating Hazards—Miscellaneous Stationary Heating Devices Requiring 
Special Treatment—C ly Found Miscell Hazards—Power Hazards—Chemicals, 
Paints and Oils—Spontaneous Ignition and Dust Explosions—Care and Maintenance— 
Chimneys and Flues in Dwellings—Dwelling House Hazards—Automatic Sprinklers—Water 
Supplies to Automatic Sprinkler Systems—First Aid Fire Appliances—Fire Protectionin General 


Price per copy in substantial binding, $1.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 

















UNION HISPANO AMERIGANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STREET 


New York 


MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 
January 1, 1923 








Reserve for Unearned Premiums.............. $1,161,651 .59 

CoS ETS 8 Ta ee ee ree 329,994 .01 

SRI ere te coil etcbaclola sc $500,000 .00 

BE ININNIG S65 5 so Sion ise wis we 1,079,671 .23 

Surplus to Policyholders.................. 1,579,671 .23 
MULE PABOBES | is soos 010.0 \e wieteels $3,071,316 .74 


E. B. Addison, Vice President 
Wm. Palmer Hill, Asst. Secretary 
Leake, General Agent 


Wm H. Palmer, President 
B. C. Lewis, Jr., Secretary 
J.C. Watson, Treasurer J. M. 











ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1923 


FIREMEN S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $2,250,000.00 
Net Surplus, . . . .  4,436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . . 15,090,687.21 





WESTERN DEPARTMENT 
NEAL BASSETT, Pres. & Mer. 
WELLS T. BASSETT Sec’y & 

Asst. Manager 
CHICAGO, ILL. 


EASTERN DEPARTMENT 
NEAL BASSETT, President 
JOHN KAY, Vice-Pres. & Treas. 
A. H. HASSINGER, Secretary 
NEWARK, N. J. 

















Protect Against Summer Storms 


Insurance agents think of tornado and windstorm insurance 
as a coverage limited to the cyclone area of the Western States, 
Experience has proved, however, that no territory is immune. 











This is the season of the year when tornadoes and wind- 
storms are frequent and destructive. Nowhere is the relative 
value of an ounce of prevention greater than in the pre- 
caution to insure your clients against them. Don’t wait until 
your locality is hit to solicit this coverage. 


Continental tornado and windstorm policies are written upon 


a broad and comprehensive basis admirably suited to meet the 
requirements of your clients. 


Ask the Continental ‘‘Special’’ 


A copy of ‘‘Desolation’’ will be sent to you upon request 
to our Advertising Department. 


The Continental Insurance Co. 


Cash Capital: TEN MIL- 
LION DOLLARS. 


Henry Evans, Chair- 
man of the Board. 


Norman T. Robert- NEW YORK 
son, President. CHICAGO 
MONTREAL 


Eighty Maiden Lane, 
New York, N. Y. 





SAN FRANCISCO 


“AMERICA FORE” 














A PREACHER WAS OUR 
FIRST AGENT 


Thomas E. Inman was the first agent appointed by 
the founders of the Ohio Farmers Insurance Company 
when they began writing business in 1848. He was 
a preacher here in Le Roy. Ina way, he set a stand- 
ard to which Ohio Farmers Agents conform today. 


Seventy-five years ago the founders determined to 
establish an organization that would do to others as 
they themselves would like to be done by. Con- 
sequently they chose Inman. It was not because he 
was a minister, but because he was a thoroughly 
trustworthy gentleman with the spirit of the Golden 
Rule firmly fixed in his mind and heart. 


Agents of the Old Man on the Fence today are 
earnestly desired to treat the companies they repre- 
sent and the policyholders they serve in the same 
spirit of 


THE GOLDEN RULE 
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| FIRE INSURANCE NOTES AND EVENTS 


NEW YORK SURVEYS 

Putting It Up to the Children.—We are 
living in a great age for children now, and 
the elders are reaching that fine state where 
they are shunting everything on to the children. 
Just whom the children are going to pass it 
to we do not know, but possibly they will dis- 
cover some one to whom they can pass it along. 
We have, of course, in mind especially fire pre- 
vention and it is quite fashionable now to say 
the great hope lies in the children. Personally, 
we think the elders can do a little bit in the 
matter—and it would be a fine thing if they 
would try. 

Uniformity.—The thing that we call “uni- 
formity” is most excellent if it is properly used. 
It may smooth the transaction of business and 
facilitate business, especially where a large 
number of operations of the same kind are 
to be performed. The difficulty with the pres- 
ent craze for uniformity is the failure to recog- 
nize that it is, after all, only a tool, and as such 
is to be used with discretion and not blindly. 
If in the use of this tool it can be borne in 
mind that it has distinct limitations, real prog- 
ress in the settlement of insurance affairs will 
be attained. 

Dwelling Fires——A recent report of the 
National Board of Fire Underwriters in their 
five-vear record of dwelling fires, the losses for 
which, during the five years, slightly exceeded 
a quarter of a billion dollars, leads us to raise 
the question as to whether these figures have 
any value for rate-making purposes. Just 
how, for instance, would they be translated 
into two rates for building and contents? As 
a matter of fact that is a serious question to 
be considered in this presentation of the five- 
year exhibits. Of what value are they for 
determining the rate for a given locality? 

The Poor Bootlegger!—It is so fashion- 
able now to blame everything on the bootlegger 
that we are not surprised to see him included 
along with his friend, Mr. Narcotic, as the 
chief cause of losses in certain branches of 
insurance. It is always dangerous when people 
commence to ascribe their insurance losses to 
certain causes, because it is apt to lead to a 
lack of search for the real cause. It is an 
attitude of mind which had better be abandoned, 
because no progress in reducing loss ratios is 
found in that direction. 

There Will Be an Appeal.—No final de- 
cision on the request of the non-signing com- 
panies to the State-rating organization has been 
made, but it looks now as though there would 
be an appeal, whichever way the decision was 
made. If it stands as it is at present, the non- 
signers will probably appeal. Should the maa- 
damus be amended to grant them what they cre 
how asking, there probably will be an appeal 
by the signing members. Meantime, the busi- 
hess of writing insurance goes on in the State 
of New York. 


Insurance in the Summer Schools.—It is 
interesting to note that, in the two classes in 
insurance at the summer school of New York 
University, the class in the Principles of In- 
surance had an enrollment of thirty-five, and 
the class in Insurance Law of twenty-three. 
It may further be added that the attendance 
at the classes, in spite of the hot weather, is 
al 


visitor, and that makes it a little more than 


hout 100 per cent. Occasionally there is a 


100 per cent. 


PHILADELPHIA NOTES 
“One of the Best Julys We Ever Had.” 


This seems to be the general opinion along the 
Street here, when various men who are con- 


stantly looked up to as the leaders in the Phila- 
delphia insurance circles are asked “how is 
business?” This in encouraging and the fall 
season is expected to continue to show better 
results. 

Will Take Long Trip. 
the popular manager of the local department 
of the Insurance Company of North America, 
expects to leave Philadelphia with Mrs. Embery 
on or about August 15, for a trip through the 
Yellowstone National Park. 


William l:mbery 


BOSTON AND VICINITY 

New England Advisory Board Meets.— 
The New England Advisory Board held a meet- 
ing in Boston this week over which President 
Ivan E. Lang, of the Maine Association of 
Waterville, presided. The meeting was _ pri- 
marily for the purpose of closing up matters 
connected with the recent agents’ convention at 
Maplewood and after all expenses were paid 
there was a small balance on hand. Those at- 
tending included F. Sise, Portsmouth, N. H.; 
William H. Willis, Bennington, Vt.; Edwin 
J. Cole, Fall River; Fred A. Norton, Salem, 
Mass.; Warren S. Shaw, Brockton, Mass., and 
James W. Cook of Providence, R. I. 

Philadelphia Fire and Marine Admitted.— 
The Philadelphia Fire and Marine has been ad- 
mitted to Massachusetts, with Joseph F. Gough 
as agent of record. 


NEW ORLEANS NEWS 


William Cowper Nelson, widely known as 
“Tige,” I first met under the auspices of genial 
Harry Sullivan, of tender and pathetic memory, 
at the Galt House in Louisville, Ky. He was 
then connected, in the character of special 
agent, with the office of Barbee & Castleman, 
southern managers of the Royal Insurance Com- 
pany of Liverpool. He was a native of Nash- 
ville, Tenn., and began his insurance career as 
a local agent in that city. Later on he was 
appointed special agent for the Royal and his 
field comprised the two States of Kentucky and 
Tennessee. The next time I met him was when 
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he burst into New Orleans to assume the man- 
agement of the New Orleans Compact. 

Those were the halcyon days before the ad- 
vent of Anti-Trust legislation and the Eigh- 
teenth Amendment, when one could do, with 
honesty of purpose and of action, the things 
which if attempted to-day would subject the 
doer to punishment by the law officers both of 
the State and the Republic. “Old Tige,” being 
a most genial companion and a man of excel- 
lent and generous tastes, had his office so well 
equipped that a visiting friend could always 
depend upon having his thirst slaked in a pleas- 
ant and most satisfactory fashion. He was a 
connoisseur and kept nothing but the very 
best in his little cabinet. I recall that once 
George L. Chase, the famous president of the 
Hartford Fire, while on a visit to New Orleans, 
dropped in to see “Old Tige.” After the inter- 
change of those civilities which, from time out 
of mind, it has been the custom of quality to 
exchange when meeting, “Old Tige,” with a 
merry twinkle in his eye, asked Mr. Chase if 
he would not like to have a “nice little drink.” 
Mr. Chase looked at him in a rebuking way 
and said: “No, I thank you, I have not taken 
a drink for over twenty-five years.” “My 
gracious, Mr. Chase!” exclaimed “Old Tige,” 
as he helped himself to a fair allowance of 
beady Cascade, “I’d give one hundred dollars 
for your thirst!” 

If my memory serves me right “Old Tige” 
became Compact manager in New Orleans 
sometime in the eighties and continued in office 
for several years. His path was not strewn 
with roses but, on the contrary, with thorns 
whose points were never blunt, but seemed to 
grow sharper day by day. 

I believe that the severance of the relations 
between “Tige” Nelson and the Compact re- 
sulted from a grand row in which, if I have 
been correctly informed, Thomas Sefton, presi- 
dent of the Home Insurance Company, was the 
moving spirit and leading figure. “Tige” went 
from New Orleans to Louisville, where he was 
elected secretary of the Kentucky and Tennes- 
see Board of Underwriters, with headquarters 
in Louisville, and I believe was holding that 
position when the inevitable summons reached 
him. 

“Tige’ Nelson was gifted with a superior 
intellect. He had a keen sense of humor, was 
well read, familiar with the classics, both 
ancient and modern, and kept abreast of the 
literature of the day. An excellent memory 
reinforced by a colorful imagination made him 
a charming raconteur and to his credit it must 
be said that he was always careful to avoid 
vulgarity unless the wit in which it was dressed 
was of a redeeming character. He was a 
unique character, rich in those traits which elicit 
admiration and win endearment, and his faults 
(for he was human) “all leaned to virtue’s 
side.” O’Hacerty. 
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LoS ANGELES MAKES BID 


Wants Next Life Underwriters’ 
Convention 


ORGANIZED CAMPAIGN ON 


Stress Laid on Fact That National Associa- 
tion Has Shunned Far West 
for Many Years 

The Life Underwriters Association of Los 
Angeles has organized a very efficient cam- 
paign to secure for that city the 1924 con- 
yention of the National Association of Life 
Underwriters. The support of many promi- 
nent life underwriters has already been secured 
and the association has sent out letters to life 
underwriters everywhere in an effort to enlist 
popular support to the project. 

After painting word pictures of the joys 
and special privileges of the Pacific Coast 
trip and calling attention to the excellent hotei 
facilities of the city, the letter goes on to say: 

Then, too, let 1t be considered that should 
Los Angeles be chosen as the 1924 convention 
city, it will be only the second time in thirty 
four years that the National Association of 
Life Underwriters has convened in that vast 
portion of this great country of ours lying 
west of the Mississippi river. Here is an 
unparalleled panorama for the observation and 
study of the most amazing commercial, finan- 
cial, industrial and civic development of all 
history. 

Think of the stimulus to the vast army otf 
diligent workers of the association in the Far 
West, who have year after year been trekking 
to Eastern assemblages! Think of the oppor 
tunity accorded you to view at first hand the 
extensive stretches of country through which 
you pass en route! The knowledge you may 
derive in this respect may prove of inestimable 
value to you. Do not leave out of your con- 
siderations the probabilities for furthering the 
organization’s growth through the molding of 
new groups, new minds, into purposeful, con- 
centrative action. The West, from ovr own 
organization’s standpoint, is new, fertile terri- 
tory, susceptible to big ideas; likewise, con- 
tributive to them. 


Plans to Stop Sale of Stock With Policies 

The Federal Reserve Life Insurance Com- 
pany of Kansas City, Kans., is preparing to 
stop the sales of stock with life insurance poli- 
cies. This is one of the five companies doing 
business in Kansas under the stock with policy 
plan and it is the first to announce that it will 
cease the sale of stock with policies. The 
hoard of directors has ordered that no stock 
he sold with policies after February 1, 1924. 
If there is any of the stock remaining on that 
date it will either be held in the treasury or 
sold purely as stock and for cash in full pay- 
ment. This company has recently completed a 
home office building in Kansas City, Kans., at 
a cost of $148,000. 

Peoria Life Agents Meet 

IxpiIANApotts, IND., August 7.—Agents of 
the Peoria Life Insurance Company held a 
booster meeting at Terre Haute recently for 
the purpose of summarizing the past two years’ 
Work, and making plans for the new fiscal vear 
Which began August 1. 

Business for the coming year is expected to 


exceed that of the past year, as the company 
has announced that it will give all agents who 
write $100,000 worth of insurance a free trip 
to Alaska. 

The meeting was in charge of R. L. Carmack, 
general agent for the company, who praised 
the work of the agents for the past vear, but 
intimated that with the company’s offer more 
business should be written next year. C. V. 
I‘rederick, special agent for this territory, 
assisted General Agent Carmack at the meet.ng. 
NEW LIFE COMPANY IN ARKANSAS 

National Equity Life Organized ty 
Experienced Men 

LittLE Rock, Arx., August 7—The National 
Little 
Rock has been granted a license to operate in 
this State 


the new [all building, which is just being com- 


Equity Life Insurance Company of 


This company has opened offices in 


pleted on Capitol avenue and Louisiana street. 

That the company will be officered by men 
of wide experience in the insurance and other 
lines of business is reflected by the personnel 
of the officers and the board of directors. C. 


I. Lowry, who heads the company as _ presi- 


dent, has spent his entire business life in the 
insurance business, it is stated. His previous 
connections have given him a wide acquaint- 
ance among insurance men throughout the 
country. 

V. C. Pettie, who will serve as vice-presi- 
dent, is prominent in the business affairs of 
\rkansas because of his activities in the inter- 
est of the advancement of the State as a whole, 
and particularly Little Rock and the surround- 
ing territory. D. R. McClurg, who has been 
appointed secretary and treasurer, ranks high 
in his profession, he having studied and re- 
ceived his actuarial training at the University 
of Michigan. His practical experience includes 
serving as actuary and adviser to both insur- 
ance companies and the heads of State insur- 
ance departments. 

E. A. 


new company, is an attorney whose previous 


Conaway, who is a director in this 


practice of some fourteen years has been closely 
allied with the insurance business, as he has 
served in the capacity of counsel for many 
Dr. W. R. Richardson, 


a local physician and surgeon, has been ap- 


insurance companies. 


pointed medical director. 


National Life Expanding in Kansas 

Topeka, KAn., August 7—The National Life 
Insurance Company of Chicago is preparing to 
widen its activities in Kansas this fall. The 
company has been handling the Kansas _busi- 
ness through the Kansas City offices. Don 
Wheeler, special representative of the ccom- 
pany, is now arranging for the opening of a 
State agency at Wichita. It is expected that 
Mr. Wheeler will become the State agent, 
with James G. Durham of Wichita as agency 
director. Mr. Durham has been a local agent 
for the company for eight years. 

It was announced that the company proposed 
to establish a large agency force throughout 
the State as soon as the State offices could be 
organized and put in working order to handle 
the expected business. 
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WOMEN IN BUSINESS 


Eastern Underwriter Gets Out Interesting 
Special Number 

Part Two of The Eastern Underwriter for 
July 27, 1923, is an interesting and novel edi- 
tion entitled “Women in Business.” The ar- 
ticles do not confine themselves to writings of 
women in the insurance business but call atten- 
tion to the successes, past and present, of women 
in all classes of business. The number calls 
forcible attention to the insurable interest which 
is being created by the Amazons of business. 

The number contains important tributes to 
the value of life insurance from three well- 
known stars—\lme. Florence, M*me. 
I'rances Alda and Mme. Margaret Matzenauer. 
Numerous other prominent public women are 
The issue contains such a long 


opera 


contributors. 
list of successful business women as to encour- 
age the belief that in a few years women execu- 


tives will be too common to be noticed. 


ATLANTIC LIFE APPOINTMENT 


W. H. Dallas to Become Superintendent 
of Agents of Richmond Company 
Edmund Strudwick, president of the Atlan- 
tic Life Insurance Company of Richmond, Va., 
has announced the appointment of W. H. Dallas 
as superintendent of agents for the company. 
Mr. Dallas was formerly assistant superin- 
tendent of agents for the Northwestern Mutual! 
Life and had previously been a very success- 
ful solicitor for the same company. He is a 
graduate of the Wharton School of Finance of 


the University of Pennsylvania and_ subse- 
quently was a lecturer and post-graduate stu- 
dent at the institution. He is thoroughly capable 
of assuming the responsibilities of his new posi- 


tion. 


Life Presidents to Be Represented at 
American Life Convention 

The Association of Life Insurance Presi- 
dents will be represented by the following- 
named committee at the eighteenth annual meet- 
ing of the American Life Convention to be 
held on October 17, 18 and 19, at Des Moines, 
la.: Walton L. Crocker, president, John Han- 
cock Mutual Life Insurance Company, Boston, 
chairman: Frederick L. Allen, general solicitor, 
Mutual Life Insurance Company of New York, 
and C. I. D. Moore, vice-president, Pacific 
Mutual Life Insurance Company, Los Angeles. 
John H. Himmelberger New President of 

Liberty National 

John H. Himmelberger of Cape Girardeau, 
Mo., is the new president of the Liberty Na- 
tional Life Insurance Company of that city, 
following the resignation of H. L. Albert. 

Mr. Himmelberger is president of the Little 
River Drainage District, the largest reclama- 
tion project in the world; is president of the 
Himmelberger-Harrison Lumber Company; 
vice-president of the Southeast Missouri Trust 
Company, and has been identified with all pro- 
gressive movements in Southeast Missouri. 

The Liberty National is among the younger 
companies in Missouri and is experiencing a 
very satisfactory growth. 
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Teamwork Tells 


Agents’ loyalty and enthusiasm, plus New Home 
Office Service features, produce Teamwork and in- 
crease production. 


These new features for 1923 will help Union 
Central Agents get more business. 


For policyholders: Increased Cash Values made re- 
troactive—Enlargement of Free Health Test Service— 
5% interest on policy proceeds and dividends, left on 
deposit. 


For Agents: Home office leads—Letter Circulariza- 


The Union Central Life Insurance Company 


Cincinnati, Ohio 
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tion Service—Special Bulletin Service—Limit increased 
to $200,000. 


For prospects: New Business Protection Policy—New 
Life Income Endowment Policy—Liberalized Disability 
Clause—Substandard Insurance. 


Teamwork—Boosting Policyholders and a Loyal 
Agency Force backed up by the Home Office insure 
success for the Union Central Agent. 


For agency relations write the Home Office. 

















Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of 
New York was the first American legal reserve 
life insurance company to pay cash dividends. 
For more than seventy-five years it has con- 
sistently made dividend returns to policy- 
holders, and, except for an occasional slight 
decrease in schedule, has maintained an up- 
ward trend in its returns. 


In 1922 the Company paid in dividends to 
policyholders $30,046,105. 


Its dividend scale for 1923 was increased 
from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to 
policyholders $32,832,839, equaling about 
34% of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Nassau Street, New York 











PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 


Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 
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The Value of a Life Insurance Program 


Indemnity is the prime reason for life insur- 
ance. It should be both bought and sold to 
cover needs. The life insurance program is a 
logical means to cover these needs when they 
have been found. Cataloguing them, they would 
fall under two distinct heads, namely, instinc- 
tive needs and acquired ones. 

The stalk of corn fights droughts, weeds and 
other enemies to its progress—first, that it may 
preserve itself and become a fine mature stalk 
of corn, and second, that the fruits of its 
effort can be recognized at harvest in an ear 
or two of fine corn. The last is evidence that 
t has been rewarded, that it has proved itself 
and has become an integral cog in the big 
wheel of reproduction. It is the same with 
us, for it is the law of life. 

From the instinctive point of view, there are 
two dominant reasons for purchasing life in- 
surance. As a matter of self-preservation, we 
need it to protect our ability to earn and to 
make a comfortable old age possible. Sec- 
ondly, that our offspring may be sure to have 
the opportunity to reach manhood and woman- 
hood unshackled, we must leave mother suffi- 
cient means to provide for their well being, 
should we make an early and inopportune exit. 

Our acquired needs for life insurance are 
found only by closer scrutiny and by untan- 
gling the threads of our present complex mode 
of living. The many, many things which the 
life insurance business does and can do to solve 
the economic problems which confront man- 
kind are scarcely realized by us as salesmen. I 
firmly believe that the possibilities and scope 
of the life insurance business are far ahead of 
the men who sell it. 

Our home office officials will tell us that 
scarcely a week passes that an application does 
not arrive, in which the applicant and the sales- 
man have found a new use for life insurance. 
Just recently, I presented a proposition to an 


—Prize-Winning Essay in the Kirk Memorial Cup 
Contest conducted by the Equitable Life Insurance 
Company of Iowa—Reprinted from The Equiowa. 


By Newett C. Day 


aged couple. One of their sons has a large 
family of small children and he has all that he 
can do to feed and clothe them. The old couple 
realized that should their son’s death occur, 
the responsibility of caring for his children 
would fall on them. Although they have some 
resources, they saw that a life insurance con- 
tract on their boy’s life made payable to them 
would take some of the present worry from 
their minds. They are investing now with < 
life insurance company to lighten that burden, 
should it fall on them. How can we solve 
these problems? The life insurance program is 
the solution. 

Would you be willing to spend considerable 
time and money to make a journey, having lit- 
tle idea as to your destination or your purpose 
for going? Yet, how many of us to-day are 
permitting or even causing men to buy insur- 
ance, more or less on general principles? | 
hope the time is not far off when each buyer 
of insurance will be able to tell the specific rea- 
son for purchasing all of the life insurance he 
has. The conversation between the agent and 
his superior should run something like this: 
“Mr. Johnson just applied for a contract to 
make the education of his son John, who is 
three years of age, a certainty.” “How much 
loes it take to do that?” “Three thousand six 
hundred dollars of insurance, paid in nine 
monthly installments each year for four years, 
beginning at the age of eighteen. That is the 
amount for which he has applied.” Rather 
than, “I sold Mr. 
ance.” 

Mr. Johnson, knowing the specific reason for 
which he bought that contract, will be more 
entirely sold to the benefits of life insurance 
than should he have bought it more or less on 
general principles and because his age is chang- 
ing the twenty-third. He will make every sac- 
rifice possible to keep that contract in force, 
realizing that the lapsing of it may mean that 


Johnson $3500 more insur- 


John may never get an education and that he 


e 
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might be forced to think of Dad differently 
than Dad would have him think. We can lower 
lapse percentages through the insurance pro- 
gram and win another victory for the greatest 
business in the world. 

Men have the problems of monthly incomes 
to widows, inheritance tax absorbers, indem- 
nities against the loss of brains in business, 
mortgage eradicators, credit stabilizers, old 
age annuities, education assurances, welfare 
endowments, and many, many other uses for 
which life insurance is the ideal solution. 

Life, as complex as it now is, finds many 
men whose reasons for buying insurance cross 
and recross. It is for us as specialists to diag- 
nase each man’s case after careful study, and 
with the insurance program as our chart, aid 
the man to cover in a specific way both his in- 
stinctive and acquired needs. In many in- 
stances it will be impossible for the man to buy 
sufficient coverage, but having had a program 
outlined for him it will create a.certain right- 
eous discontent with his present amount of in- 
He will be open and attentive to a 
proposition, rather than conceited and sure 
“that he is worth more dead than alive.” 

The insurance program. brings the buyer of 
insurance to realize that one block of insur- 
ance can cover one of his needs and only one. 


surance. 


He realizes that business insurance does not 
mean a solution for his wife’s monthly income 
at his exit; that his old age annuity does not 

‘lve his boy’s education, necessarily. In other 
words, that his present five or ten or twenty 
thousand can only cover certain specific things, 
not oe: 

In this article, I have not gone into the de- 
tails of the dilleves phases of a man’s life in- 
surance program, but have attempted to dis- 
cuss its value only. To me, the life insurance 
program when applied intelligently to the pros- 
pect is a means by which he and the salesman 
can meet on common grounds and solve his 
problems understandingly. 
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Teamwork Tells 


Agents’ loyalty and enthusiasm, plus New Home 
Office Service features, produce Teamwork and in- 
crease production. 


These new features for 1923 will help Union 
Central Agents get more business. 


For policyholders: Increased Cash Values mad¢ re- 
troactive—Enlargement of Free Health Test Service— 
5% interest on policy proceeds and dividends, left on 
deposit. 


For Agents: Home office leads—Letter Circulariza- 


The Union Central Life Insurance Company 


Cincinnati, Ohio 











tion Service—Special Bulletin Service—Limit increased 
to $200,000. 


For prospects: New Business Protection Policy—New 
Life Income Endowment Policy—Liberalized Disability 
Clause—Substandard Insurance. 


Teamwork—Boosting Policyholders and a Loyal 
Agency Force backed up by the Home Office insure 
success for the Union Central Agent. 


For agency relations write the Home Office. 

















Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of 
New York was the first American legal reserve 
life insurance company to pay cash dividends. 
For more than seventy-five years it has con- 
sistently made dividend returns to policy- 
holders, and, except for an occasional slight 
decrease in schedule, has maintained an up- 
ward trend in its returns. 


In 1922 the Company paid in dividends to 
policyholders $30,046,105. 


Its dividend scale for 1923 was increased 
from 7 to 10% (according to plan and age), 
and it has set aside for 1923 dividends to 
policyholders $32,832,839, equaling about 
34% of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Co. 
ot New York 


34 Nassau Street, New York 











PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 
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The Value of a Life Insurance Program 


Indemnity is the prime reason for life insur- 
ance. It should be both bought and sold to 
cover needs. The life insurance program is a 
logical means to cover these needs when they 
have been found. Cataloguing them, they would 
fall under two distinct heads, namely, instinc- 
tive needs and acquired ones. 

The stalk of corn fights droughts, weeds and 
other enemies to its progress—first, that it may 
preserve itself and become a fine mature stalk 
of corn, and that the fruits of its 
effort can be recognized at harvest in an ear 
or two of fine corn. The last is evidence that 
it has been rewarded, that it has proved itself 
and has become an integral cog in the big 
wheel of reproduction. It is the same with 
us, for it is the law of life. 

From the instinctive point of view, there are 
two dominant reasons for purchasing life in- 
surance. As a matter of self-preservation, we 
need it to protect our ability to earn and to 
make a comfortable old age possible. Sec- 
ondly, that our offspring may be sure to have 
the opportunity to reach manhood and woman- 
hood unshackled, we must leave mother suffi- 
cient means to provide for their well being, 
should we make an early and inopportune exit. 

Our acquired needs for life insurance are 
found only by closer scrutiny and by untan- 
gling the threads of our present complex mode 
of living. The many, many things which the 
life insurance business does and can do to solve 
the economic problems which confront man- 
kind are scarcely realized by us as salesmen. I 
firmly believe that the possibilities and scope 
of the life insurance business are far ahead of 
the men who sell it. 

Our home office officials will tell us that 
scarcely a week passes that an application does 
not arrive, in which the applicant and the sales- 
man have found a new use for life insurance. 
Just recently, I presented a proposition to an 


second, 


—Prize-Winning Essay in the Kirk Memorial Cup 
Contest conducted by the Equitable Life Insurance 
Company of Iowa—Reprinted from The Equiowa. 


By Newett C. Day 


aged couple. One of their sons has a large 
family of small children and he has all that he 
can do to feed and clothe them. The old couple 
realized that should their son’s death 
the responsibility of caring for his children 
would fall on them. Although they have some 
resources, they saw that a life insurance con- 
tract on their boy’s life made payable to them 
would take some of the present worry from 
They are investing now with a 


occur, 


their minds. 
life insurance company to lighten that burden, 
it fall on them. How can we solve 
The life insurance program is 


should 
these problems ? 
the solution. 
Would you be willing to spend considerable 
time and money to make a journey, having lit- 
tle idea as to your destination or your purpose 
for going? Yet, how many of us to-day are 
permitting or even causing men to buy insur- 
ance, more or less on general principles? I 
hope the time is not far off when each buyer 
of insurance will be able to tell the specific rea- 
son for purchasing all of the life insurance he 
has. The conversation between the agent and 
his superior should run something like this: 
“Mr. Johnson just applied for a contract to 
make the education of his son John, who is 
three years of age, a certainty.” “How much 
loes it take to do that?” “Three thousand six 
hundred dollars of insurance, nine 
monthly installments each year for four years, 
That is the 
Rather 


paid in 


beginning at the age of eighteen. 
amount for which he has applied.” 
than, “I sold Mr. Johnson $3500 more insur- 
ance.” 

Mr. Johnson, knowing the specific reason for 
which he bought that contract, will be more 
entirely sold to the benefits of life insurance 
than should he have bought it more or less on 
general principles and because his age is chang- 
ing the twenty-third. He will make every sac- 
rifice possible to keep that contract in force, 
realizing that the lapsing of it may mean that 
John may never get an education and that he 
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might be forced to think of Dad differently 
than Dad would have him think. We can lower 
lapse percentages through the insurance pro- 
gram and win another victory for the greatest 
business in the world. 

Men have the problems of monthly incomes 
to widows, inheritance tax absorbers, indem- 
nities against the loss of brains in business, 
mortgage eradicators, credit stabilizers, old 
age annuities, education assurances, welfare 
endowments, and many, many other uses for 
which life insurance is the ideal solution. 

Life, as complex as it now is, finds many 
men whose reasons for buying insurance cross 
and recross. It is for us as specialists to diag- 
nase each man’s case after careful study, and 
with the insurance program as our chart, aid 
the man to cover in a specific way both his in- 
stinctive and acquired In many in- 
stances it will be impossible for the man to buy 
sufficient coverage, but having had a program 
outlined for him it will create a.certain right- 
eous discontent with his present amount of in- 
surance. He will be open and attentive to a 
proposition, rather than conceited and sure 
“that he is worth more dead than alive.” 

The insurance program. brings the buyer of 
insurance to realize that one block of insur- 
ance can cover one of his needs and only one. 
He realizes that business insurance does not 
mean a solution for his wife’s monthly income 
at his exit; that his old age annuity does not 
solve his boy’s education, necessarily. In other 
words, that his present five or ten or twenty 
thousand can only cover certain specific things, 
not everything. 

In this article, I have not gone into the de- 
tails of the different phases of a man’s life in- 
surance program, but have attempted to dis- 
cuss its value only. To me, the life insurance 
program when applied intelligently to the pros- 
pect is a means by which he and the salesman 
can meet on common grounds and solve his 
problems understandingly. 


needs. 
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The Greatest Family in the World 


America stands to-day at the cross-roads of 


destiny. We are face to face with a great 


decision, which we cannot evade or 
and which involves the whole future of every 
man, woman and child and of every American 
institution. 

The question has to do with the relation of 
government and the people. Under our 
scheme of life, government exists for the citi 
zen; the citizen does not exist for his govern- 
mént. In America government was created for 


the purpose of protecting its citizens from 


danger, of guaranteeing them in their rights 
while enforcing upon them the duties of citi- 
zenship. 

An American chooses his own work and his 
own career. He makes his own place in so- 
ciety. When he acquires property, by honest 
means, as he usually does, his right to the 
possession and enjoyment of that property is 
as sacred under our laws as is his right to life 
itself. 

Not only is the individual free to acquire 
and to own private property by his own in- 


dividual effort, but he also has the right to 
co-operate 
duction and 
When two or ten or a thousand persons unite 


in the ownership of private property, as in a 


with other individuals in the pro- 


ownership of private wealth. 


joint stock company or a partnership, each en- 


joys exactly the same property rights under 
the law as if there were only one owner. 
There is reason to believe that for a long 


time to come the thought of the world will be 
upon 
achieved democracy in 


centered economic problems. Having 


politics, religion and 
education, we cannot stop until we have ap- 
plied the same principle in some form to the 
The 
} 


Pr. | ? 
eciade now 


wealth. 
American people will soon have to d 
Shall we do it by 
the government everything and the individual 
turn the 


production and ownership of 


this shall be done. making 


nothing? Or can we trick by the 
method of leaving the 
the problem of 


long-tested American 


free to work out 


individual initiative and free private co-opera- 


individual 


tion? 

A growing participation of more and more 
people in more and more of the material good 
things of life can be accomplished only in one 
of two ways: either the government will take 
everything and give back to the individuals 
such a part as it may determine, or individual 
citizens will continue to possess everything and 
give to their government such part as may be 
necessary for its support. The latter is the 
American way; the other is now being tried 
out in Russia. 

Now, we can only forecast or judge the 
future by what we know of the past and the 
present. Have we, therefore, any experience, 
or institution or achievement, developed under 
American conditions, that will serve to throw 
light upon these problems of progress? Have 
we given the American scheme a fair trial? If 
so, has this trial made it possible for more 
and more people to secure a growing share in 
the material good things of life? 


postpone 





The accompanying article is an extract 
from Volume 1, The Manhattan Library, 
series of booklets descriptive 
of important American economic tnstitu- 
The booklets are prepared by the 
Brearley Service Organization for the 
Bank of the Manhattan Company, New 
Volume I takes up life insur- 


which is a 


tions. 


York. 
ance and has been very favorably men- 
tioned by life insurance officials and by 
the life insurance press generally. In 
fact it has been said to be one of the 
best articles ever published on life in- 
Copyright by the 
Company 


surance. Bank of the 


Manhattan 











lortunately, we have an institution which, 


by the application of American ideals, prin- 
ciples and methods, has grown so great and 


been tested over so long a time, that, in its 
history and in the results it has achieved, we 
can find an answer to our question 

That institution is life insurance. 

In this organization there are vast accumula- 
tions of capital saved, owned and administered 
by more of our people than are associated in 
any other single enterprise except the State it- 
other 


self. It is fair to say that through no 


institution have so many people ever partic- 


ipated in the desirable things of life with such 
satisfying results to themselves and their de- 
pendents, and with such general good to the 
or another 


community. It touches in one way 


nearly every man, woman and child in the 
nation, and for that reason everyone is inter- 


ested in its history, its present status and its 
future prospects. 

In this type of economic and social organiza- 
tion America leads the world. 

The business of life insurance in America is 
not very old. As recently as 1860 we had only 
forty-seven companies, with $180,000,000 of in- 
surance outstanding upon the lives of (0,000 
persons. The greatest development has occurred 
In that year the Armstror 

New York State 


lic attention to the problems of life insurance 


since 1905. g In- 


‘ 
vestigation in directed pub- 
as never before, and marked the beginning of 
Mis- 


understanding was cleared away from the pub- 


a development which is without parallel. 
lic mind. The social value of the institution 


was revealed. All doubts of its economic 


soundness were dispelled. Its basic principles 
were interpreted not only to the public but to 
all connected with the institution itself. Abuses 
were corrected, mistakes rectified and standards 
determined for the guidance of the manage- 
ment. The desirability of just supervision and 
control by the State was emphasized, and the 
groundwork was laid for the development of 
the great variety in the forms of insurance so 
that the particular need and condition of every- 
one could be met. 

The figures covering the period of expan- 


sion since 1906 are stupendous. The total out- 
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standing insurance of all American Companies 
has increased since 1906 from $13,500,000,099 
to about $50,c00,000,000 in 1923. 

In 1922, $10,500,000,000 new insurance Was 
written, which is nearly as much as the total 
insurance in force twenty years ago, 

At the beginning of 1923, American com- 
panies were carrying a life insurance risk of 
about fifty billion dollars, representing around 
seventy-eight million policies which are held 
by about one-third of the total population of 
the United States. 

The economic, social and moral significance 
of these vast totals is of vital interest and 
importance to us all. 


Joun Smirn’s Prostem 


I;very normal American wants to get ahead 
in the world, and he prefers to get ahead by 
his own initiative and effort. He is willing to 
pull his own weight in the boat. Because of 
this attitude America has outstripped all other 
nations in the growing participation of more 
and more people in the good things of life. 

This 


the institution of life insurance what it is. For 


desire and this preference have made 


the basis of the business is the practice of 
thrift among the people. Thrift is simply an 
intelligent way of handling one’s own affairs 
The figures show 78,000,000 life insurance 
policies, covering 40,000,000 people, represent: 
ing a combined estate of $50,000,000,000. 
That is to say, forty million of our people 


have created for themselves and their families 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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Central Ohio 
General Agency : 
Territory unsurpassed and large enough for 


an unlimited production. 
Contract as good as the best, with exclusive 


rights. 


Confidential communication invited from 
those with ciean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 














an average estate of $1250, by investing a 


part of their savings in life insurance. 

We often think of life insurance simply as 
a big business. It is a big business—one of 
the biggest in the world. 


But it is much more. 
It is a vast trust estate created by the com- 
bined savings of forty millions of people, chiefly 
for the benefit of those they love. 

It isa school in savings and investment with 
forty millions of pupils. It is the greatest 
single organized expression of the American 
desire to get ahead by individual effort and by 
the practice of private cooperation. 

Any institution that has helped a third of 
ur people to acquire substantial estates is not 
only an economic fact of the first magnitude, 
but also it is a force which must profoundly 
affect the character and happiness of the na- 
tion. Life insurance is a great cooperative 
savings bank in which forty million depositors 
may invest their savings with absolute secu- 
rity. And it is more! 
that teaches men how to save, not for selfish 
reasons only, but in response to nobler motives 
—love for others, which in most cases assures 
the integrity of the oldest of social institutions 


It is a great social agency 


—the family. 

It has been said that heaven is an income of 
adollar and an outgo of ninety cents, while hell 
is an income of a dollar and an outgo of a 
dollar and ten cents. So far as this world is 
concerned, there is a good deal in this defini- 
tion. The saving of a surplus, however small, 
For 


saving is simply buying a greater future good 


is the first step towards economic success. 


by a smaller present sacrifice. 

John Smith, of humble origin, but endowed 
with the American spirit, starts out to earn 
a living by chopping wood. Since wood-chop- 
ping is hard work and John has good sense, he 
decides to save something out of his wages. 
By and by he has gotten together enough to 
buy a small engine and saw. Then he finds 
that he can cut ten times as much wood with 
John started with his 
hands, his head and his character as his cap- 


half the hard work. 


+ 


ital. When, by using his head as well as his 
hands, he is at last able to increase this cap- 
ital and to hitch a few dollars to his load, 
he finds that he has created a powerful helper. 
For the value of a dollar saved is in the work 


it can do and in the training of mind and 


character which the process of saving gives. 
\fter a while our friend John takes to him- 
self a wife, and becomes the father of children. 
Then the idea strikes him that if he were 
taken away by death or disabled by accident or 
disease, the wife and babies would he left with- 
So he 


out support. looks about for some means 


of insuring their future as well as his own. 
Right here John begins to study life insur- 
ince. He has sense enough to know that there 


is no honest way of “getting rich quick.” He 


has had to work too hard for his money to be 
in wild-cat specula- 


is within 


willing to throw it away 


tion. He wants an investment that 
his means, that is safe and that will be enough 
to care for his old age or that will provide 
for his family when he is gone. 

that fellow 


citizens, rich and poor alike, have pooled their 


Ile finds some millions of his 


interests and thereby have created a vast life 


insurance fund. The interest of each investor 


represented by a policy upon 


a small amount that 


in this fund is 
which he regularly pays 
is determined by fixed mathematical and eco- 
nomic laws. 

In other words, he buys a share in a great 
estate upon the instalment plan, but with this 
every other instal- 
even if he die before the in- 


difference from form of 
ment purchase: 
stalments are all paid, his family will get the 
full face value of the estate. 

So John joins the forty million and becomes 
the owner of a life insurance policy, which is a 
piece of actual property constituting an estate. 

There is something big and fine about all this 
beyond any ordinary financial operation. It 
has unique personal and social values. It makes 
of John Smith a real citizen, co-operating with 

the moral 
nation. It 
develops his intelligence and strengthens his 
[It makes 


inillions of others in strengthening 


and financial structure of the 
the discipline of saving. 
It increases his 


character by 
his home permanent and safe 
self-respect because he knows he has done his 


1 
} 


best for those he loves. It sets a good example 


in industry and thrift. And greater than all 
these, it lifts the humdrum, drab experience of 
daily toil and self-denial up to the sunlit levels 
of a spiritual experience in which work be- 
comes a sacrament and sacrifice becomes a 
privileged membership in a great cooperative 


brotherhood of public-spirited citizens. 
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WHEN PuLL TOGETHER 

A savings fund, no matter how it is acquired, 
is usually handled in one of three ways: it may 
be hoarded; it may be deposited in a savings 
bank, or it may be invested directly in some en- 
terprise needing capital for its development. 

When a man hides his cash savings in a 
stocking or stores them in a safety drawer he 


foRTY MILLIONS 


is simply a hoarder. This money may have a 
potential value to him, but it is of no use to 
anyone else; and really it is of no use to him 
until he puts it again into circulation. 

This type of savings often, if not always, is 
an injury to society; it withdraws from active 
service money that is needed in many ways by 
society for the use and benefit of all the people. 
The fund” is not con- 
fined to the man who owns it. If properly used, 
it helps forward the growing participation of 
more and more people in more and more of 
the good things of life; in other words, it 
then becomes an instrument of social progress. 

Savings deposited in savings banks draw in- 
terest. That is, the bank really borrows the 
money from the depositor and pays him for its 
use in the form of interest. 

When the savings bank account begins to 
amount to something worth while, the idea of 
investment occurs to the depositor and he begins 
to look around form of investment 
which will be safe and at the same time bring 
him in a larger return than the bank can afford 
to pay. It must also be easily convertible into 
cash and be capable of use as collateral for a 


value of a “savings 


for some 


loan. 





OF NEBRASKA 


N. W. Cor. 15th & Dodge 
8TH FLOOR 


OMAHA, NEBR. 


E. M. SEARLE, Jr., President 
W.E. McCANDLESS, Vice-Pres. 
Manager of Agents 

















At this point it may be that the question of 
buying a life insurance policy is brought to his 
attention. For such a policy not only meets 
the conditions which constitute a good invest- 
ment, but has other features which appeal to 
men who desire the security of their families 
as well as a profit on their savings. 

A life insurance policy in a reliable company 
as as safe as a government bond. It can be paid 
for in installments spread over a long period of 
time. 
is good security for a loan in time of need, it 


A policy having a cash surrender value 


provides security and independence for the in- 
vestor’s family in case of his death, and all the 
while it hefps millions of other investors in 
life insurance to build up the general pros- 
perity of the country by putting an immense 
fund of ready capital to work in the service of 
agriculture, industry, transportation, housing, 
and of the various governments, national, State 
and city. 
Now, what 
money after it is paid to the insurance compa- 
function as 


becomes of the policyholders’ 


nies? How do the companies 
: . 


trustee for the hard-earned savings of over 
forty millions of our citizens? 

Life insurance companies, like savings banks 
and other trustees of estates, are limited by 
law as to the kind of investments they may 
make. The loanable funds of American insur- 
ance companies amount to eight billion dollars, 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Mass. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 
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a sum more than half as great as the total 
national wealth in 1860. 

These vast investments are spread over prac- 
tically the whole field of permanent, construc- 
tive, conservative and safe enterprise, putting 
in or taking out as changing conditions require. 

Insurance funds are invested as: 

1. Mortgages on dwelling houses or business 

properties. 
>, Farm mortgages. 
3. United States, 
bonds. 


4. Public utility securities. 


State, county and city 


5. Railroad securities. 

6. Industrial securities. 

7. Stocks of banks, trust companies and in- 
surance companies. 


8. Real estate. 


In making investments the first consideration 
is security and after that an adequate return. 
But other considerations count as well. These 
include the needs of the public, the needs of 
the localities in which the policyholders live, 
the necessities of the various governments and 
the needs of the policyholders themselves. 

According to latest public reports insurance 
companies now have invested in mortgage 
loans $2,500,000,000 about equally divided be- 
tween farm and city properties; nearly $2,000,- 
000,0c0 in railroad bonds and stocks; $1,400,- 
co0,000 in government, State and city bonds, 
while nearly a billion dollars in loans to the 
policyholders themselves has been advanced on 
their insurance policies as security. 

This vast aggregation of dollars is like a 
mountain reservoir into which are gathered the 
springs and snows and rains from the far 
ranges, and from which the waters thus saved 
go out to change the deserts from death to 
life. 

The individual policyholder by himself does 
not cut a tremendous figure. But hitch him up 
with forty million other policyholders and he 
becomes a part of one of the biggest forces 
operating in the world. 

Although the sum saved and paid into the 
common fund by each individual could not by 
itself accomplish much, think what it amounts 
to when multiplied forty million times! Add 
to this the fact that it is conserved and managed 
by trained and experienced men, expert in the 
science and art of Then recall 
that these men and their activities are under 


investment. 


strict governmental supervision at all times. 
Through co-operation there has been developed 


a mighty, flowing stream of economic life hear. 
ing upon its broad bosom all the institution 
and enterprises that have made possible th 
great industrial achievements of our Civiliza. 


tion. 

The policyholder, when he buys a life insur. 
ance policy to serve and protect his family x 
a wise investor—and something more. He has 
become a partner in the greatest of all CO-opera. 
tive enterprises—one which protects not only 
the homes of the nation, but every institytio, 
upon which the safety of the home depends, 


William B. Kee has recently been appointej 
Georgia State agent for the Manhattan Life 
Insurance Company with offices in the Citizens 
ind Southern Bank. Mr. Kee was for seyera| 
connected with the Pacific Mutya! 
Frank K. Kohler from the Manhattan Life; 
head office was in Atlanta to make the appoint. 


years 


ment. 





“You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 


THE FRANKLIN LIFE 
INSURANCE CO. 


Springfield Illinois 

















ADDED AGENCY OPPORTUNITIES 


Advantageous agency contracts are open to men of established ability and integrity. Standard policy forms are now 
issued to male risks between the ages of 10 and 60 and to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 


Continental Life Insurance Company 


St. Louis, Missouri 


EDMUND P. MELSON, President 


J. DE WITT MILLS, Secretary 
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August 9, 1923 


Is A BUSINESS SLUMP COMING 
An Old Subscriber of The Spectator 
Predicts End of Fictitious Price 
Levels in Cities Next Year 


[To the Editor of Tue Spectator] 


Below are items clipped from two prominent 


newspapers « 

The registration of automobiles is one of the 
best indications of the extent of the market for 
automotive products. Records compiled at the 
end of 1922 showed that 10,795,000 passenger 
cars were in operation in the United States 
at that time. Of that number, 910,000, or 
less than 9 per cent, were registered from cities 
having a population exceeding 5c0,000.  Ap- 
proximate ely 1,140,000 were in cities having 
populations between 100,000 and 500,000. Nearly 
2210,000 were in towns and cities with popu- 
lations between 10,000 and 100,000. Over 60 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 
$2,427,860.00 on Deposit with the 
Indiana Insurance Department 


$306,013.31 Surplus Protection to 


Policyholders 


$26,000,000.00 Imsurance in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS 


TERRITORY OPEN IN 
INDIANA,OHIO,ILLINOIS AND MiCHIGAN 


A few top notch contracts to Insurance 
Producers with experience, character 
and ability. Address the Company. 
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per cent, or in round figures 6,535,000, were 
registered from rural districts and from smal! 
towns having a population under 10,000. 

About 15 per cent of the people in the United 
States live in the twelve cities having over 500,- 
000 inhabitants each. Cities with populations 
ranging from 100,000 to 500,000 collectively, 
account for 10.5 per cent. Approximately 16.4 
per cent of the population is in towns of 10,- 
oco to 100,000. About 57.6 per cent, or nearly 
two-thirds of the total, live in rural districts 
or small towns under 10,0co population. Con- 
sidering the distribution of population only, 
therefore, it appears that the balance of sales 
possibilities is substantially in favor of the 
mall town and rural territory. 

The above items are interesting and show 
that the 
people or do all the business of the 


cities do not contain quite all the 
United 
States. 

What is true of automobiles no doubt is true 
of life insurance, and the figures given are 
food for thought for all of us. 

I am predicting a big slump in the cities and 
industrial centers next year, and if my pre- 
diction comes true, the life companies will 
be looking for something that will help hold 
the big business they have heen writing in the 
cities, as well as help to get new business. 


It takes six acres ne wheat, grown, har- 
vested, threshed and hauled to market to pay 
one month’s rent in my little four-room apart- 


ment in a large city. Tverything is out of line, 
and the only cure is hard times in the cities 
for a few years, to bring down labor and rents 
and bring people to their senses. 

Our so-called prosperity 
is based upon the building boom, and when that 


everything else is bound to subside 


And - is coming. 


subsides 
with it, and there will be nothing to take its 
place. Neither 
come to the rescue, to start another business 


Europe nor our farmers can 


boom, because their buying power is nil. Who, 
then, is going to keep things going at this 


fictitious level of prices? 
FORECASTER. 


Columbus, O., August 6. 


Comment on Part-Time Agents 


Virginia Insurance Agents, as well as Hon. 


Joseph Button, Commissioner of Insurance, 
will appreciate the following editorial comment 
made by the Richmond News Leader, in its 


issue of July 17, relative to the new Virginia 


part-time rules, which became operative on 
July 16 

“As the News Leader interprets them, the 
new insurance rules effective yesterday are de- 
signed not less for the protection of the in- 
sured than for the protection of the agent. 
agents of a hundred sorts 
some- 


Where 
are soliciting insurance they are doing 
thing worse than taking the living of men who 


‘part-time’ 


are devoting their whole time to the business: 
they are endangering, often enough, the inter- 
ests of the policyholder by selling him some 
other insurance than that best suited to him. 
Insurance is now offered in so many forms, 
with contracts of such variety, is designed for 
estates so different—is so technical, in short— 
that no man should ever risk negotiations with 





Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and _ refer- 
ences. 


STANDARD LIFE 
INSURANCE CO. 


716 Locust St., 
St. Louis, Mo. 
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NATIONAL RESERVE 





HOME OFFICE: TOPEKA, KANSAS 


CO 


SOURI, 


Participating plan. 


surance man. 
for years. 








It is gratifying to the officers of our Company to say that in 1922 
only two companies wrote more business in the state of Kansas 
than we did. We also show a greater increase in business in force 
than any other Kansas company. 

WE WANT DISTRICT MANAGERS FOR ARKANSAS, MIS- 
NEBRASKA, OKLAHOMA, IOWA, TEXAS, MINNE- 
SOTA, AND KANSAS. 


WRITE AND SEE WHAT WE HAVE TO OFFER 
Policy contracts that are different. 


Every active officer of our company is an experienced Life In- 
We have been on the firing line with the rate book 
Our business is to help you. 

Better Life Insurance policies are being written—THE NATIONAL 
RESERVE LIFE writes them. 


Non-participating and 
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any other person than an experienced, capable 
agent who studies his business. One does not 
buy clothing of a carpenter who wishes to add 
a few dollars to his income; one does not bank 
with a clothing man who for seven hours of 
the day is a clothing-salesman. Why have 
amateurs in dealings that may affect the well- 
being of one’s family after one is dead?” 


Work of the Sales Research Bureau 

The Life Insurance Sales Research Bureau 
of New York is rendering very valuable service 
in the matter of sales research, the object of 
which is more intelligent management. As 
W. T. Shepard, vice-president of the Lincoln 
National Life Insurance Company, says: 
“There cannot be intelligent management with- 
out proper data as a basis for action, and 
proper data can be secured only by research.” 
The bureau states that, “The life insurance 
business is founded upon the study of man 
man as a risk in underwriting—and careful in- 
vestigation has long since substituted fact for 
opinion in the selection of risks. 

“In recent years life insurance representa 
tives have given increasing study to man as a 
prospect for life insurance—as an individual to 
be studied in order to be persuaded. 

“A further step in the study of men is now 
being undertaken by the bureau—the analysis 


ot successful and unsuccessful agents, so as to 


THE SPECTATOR 


LIFE INSURANCE SECTION 


furnish a guide for recruiting the best possible 
type of man for the selling of life insurance. 

“In this investigation on recruiting the agency 
forces, the bureau seeks to determine three 
main points: 

“First, the sources and means of getting in 
touch with prospective agents. 

“Second, ‘guide posts’ which can be followed 
in selecting agents; and, 

“Third, methods of ‘selling the job’ to the 
desirable men, 

“The second of these points—proper selec- 
tion of agents—is particularly open to study, hy 
the careful collection and sifting of facts re- 
garding present agency forces. The bureau is 
now studying the relation of the agent’s per- 
sonal history and experience to his success in 
selling life insurance. This investigation, in- 
volving the analysis of data regarding several 
thousand agents, is expected to determine the 
significance of such factors as the agent’s age, 
education, previous occupations and other per- 
sonal items, for his success as an agent. 

“Today opinions on the selection of agents 
differ widely and methods are varied widely 
from agency to agency. 


Northern Life Agents Meet 
The $100,000 Club of the Northern Life In- 
surance Company recently held its annual 


agency meeting and convention at the home 
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Less Risk Involved 


“Under this plan we do away with the necessity 
of handling a large number of abstracts, and elim- 
inate the risk incident to their transportation back 
and forth through the mails as they frequently are 
required by the borrowers for one reason or an- 


other,” an Insurance Company writes. 
We insure titles anywhere in the United States 


Ask for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 
135 Broadway, New York 


Capital, Surplus and Undivided Profits more than 


American Trust Company 


$8,000,000.00 


Affiliated with the 

















“SECURE AS THE BEDROCK OF NEW YORK” 
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offices of the company on Fourth and Seneca 
streets, Seattle, Wash. President D. B. Morgan 
of the Northern Life acted as chairman oj 
the gathering and interesting speakers were 
heard on each of the three days given over 
to the sessions. 

On the first day of the convention, Dr, Chas, 
J. Rockwell, director of the School of Lifs Ip. 
surance Salesmanship of the Carnegie Institute 
of Technology at Pittsburgh, delivered the 
opening address. A dinner in the Masonic Club 
ro ms and the showing of motion pictures on 
insurance subjects closed the first day, while 
on the evening of the second day a pageant, 
“Americanus,”’ was staged in the stadium of the 
University of Washington. 
the second day the members boarded the steamer 
“Sol Duc” for a trip on Puget Sound, a busi- 
ness session of the $100,coo Club being held 


At midnight of 


at the Impress Hotel, Victoria, B. C., the next 
morning. A Canadian Pacific steamer brought 
the party back in time to attend a‘dance at the 
Rainier Golf Club that night, this entertain- 
Agents of the 
company and their wives were invited to the 


ment closing the convention. 


luncheons at the home office, to the dinner at 
the Masonic Club and to the pageant on the 


second day. 


Guaranty Life Offering Service of Life 
Extension Institute 

The Guaranty Life Insurance Company of 
Davenport, Iowa, is offering free medical 
examination to all policyholders of 35000 or 
over who have been policyholders for one year 
or more. Such examination is to be made 
through the Life Extension Institute. 

This is something new with the Guaranty 
Life and is another service that the company 


is extending to its policyholders. 











Ask for— 


“How letters 
sell life insurance” 


a booklet telling of the 
practical application of 
direct-mail selling to life 
insurance sales work—practical be- 
cause tested by more than 900 insur- 
ance salesmen to their satisfaction. 

Letters that are truthfully written to 
guide the decision of men are not only 
most effectivein bringing wise planning; 
they also bring decisions not otherwise 
obtainable. 

Make this collection of sales letters a 
part of your selling plan. Write for book- 
let11-A now 


WILLIAM S. HULL 


Direct--Mail Sales Service 
“MADISON, CONNECTICUT 
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under our direct 
general agency 


contract. 


Our policies provide for: 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


a 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 


Manhattan Life 


Insurance Company 


66 Broadway, New York 


ORGANIZED sah 
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Doing It 
There is a story of a young man who wished 
One day he was asked to 


go aloft and perform a certain task. “Has 


to follow the S€d. 


it ever been done?” he inquired. “Certainly,” 


was the reply; “otherwise, I would not have 
asked you.” 

“That's enough for me,” returned the new 
sailor. “If it has been done, J can do tt.” 

The new man enters our business with a 
desire to succeed. Its splendid possibilities 
have been made known to him by a friend or 
relative. On his first few days over the debit 
he may wonder as to whether he will be able 
to master the details and meet with the success 
of some of the district leaders. These men 
probably had the same impression when they 
started, but they resolutely progressed, with 
their faces to the sun, mastered each difficulty 
as they met it, burned some midnight oil and 


realized the power of personality. Today their 


policyholders are rooting for them, and theu 
work, as a& consequence, is easier and more 
prontaovte. 


The new agent should at the start 


sense the 
relation of his position to public welfare. The 
term “life insurance agent” may describe his 
occupation in the city or town directory, bit 
to the people over his debit he is the care- 
taker of their life insurance estates, a bene- 
factor who is constantly endeayoring to show 


his brother the path of duty. 


Hlis own pocket 
is forgotten, but through his devotion to the 
interests of his policyholders and of the com- 
pany come reputation, remuneration, advance- 
ment and success. 

The new agent should know that first im- 
pressions may be the gage by which his future 
acts will be measured, and he should be always 
watchful and vigilant lest some happening in 
his own home or elsewhere should so disturb 
his poise of mind as to leave in his voice or 
manner the slightest vestige of impatience 
“Other people’s troubles are not mine; I have 
troubles of my own” contains the homely 
philosophy of many, and those who may be 
weighed down with somber thoughts are not 
looking for encouragement in the same line. 
Rather are they hoping that some one radiat- 
ing cheer and non-bustible optimism will turn 
the door-knob, some one whose presence will 
scatter the minions of Gus Gloom by the sun- 


light of a perpetual smile. 


The new agent will soon learn that he is - 


not an order-taker nor a peddler, but that his 
job is that of a real salesman. As such he 
should put his whole heart into his work, and 
he will see in the selling of life insurance the 
big thought of benefiting humanity. He will 
He will study 
his manner, become informed of his require- 


meet the individual as a man. 


ments, find out his hobby and try to solve 
his problems. He will lay out a program to 
meet the individual’s life insurance needs fully 
and completely, and no matter how unusual 
the necessity, how peculiar seems to be the 
condition to be met, he will be supported by 
the knowledge that the company will meet the 
special circumstances, if within the bounds of 
reason. 


The new agent will early be convinced that 


aI 


no set speech covers two cases, for no two 
cases are alike; but he will apply his argu- 
ments to meet the exigencies of the occasion, 
whether the case be a prospect for new busi- 
ness or revival or a policyholder in arrears. 
The new agent should know that service 
to policyholders has always been an important 
part of the company’s work and that it expects 
that every courtesy and every consideration 
shall be extended to those who are on its 
long list of stanch and enthusiastic policy- 
holders. 
should realize that the 


The new agent 


helping hand is always held out by brother 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, Ill. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $3,250,000. In- 
surance in force $107,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 
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agents, for they know that the friendly word mem ped 
of advice, the kindly pat on the shoulder, will R , E . PR 
frequently smooth out the temporary obstacles You can obtain quick and satisfactory Service when 
hz , arise in hi . ° ° ° 
Fee ne nese a de: pat ; placing your excess Life Insurance with Cot 
The new agent has enlisted to lessen sorrow 
and discomfort. He has a field of unlimited 
opportunitties. He has a job that can be made Th R e i HE 
big, if he will use his head, heart and feet. e elinsurance ompany 
—Prudential Weekly Record. 
of Canada Ps 
SOUTHERN STATES LIFE CONVENTION 
Anniversary Club Holds Sixteenth Annual 
Gathering—Welcomed by President WATE R LOO “ ONTAR 10 N 
Wilmer L. Moore Har 
The sixteenth annual convention of the Anni- : 
he v 
versary Club of the Southern States Life In- COVERAGE ON TERM OR COINSURANCE PLAN ne 
surance Company, Atlanta, was held from shoc 
August 6 to 8 in the Gibson Hotel at Cincin- ive 
nati, Ohio. Delegates and officers from sev- exchange of ideas, through which the attend- and promotions in its industrial department: gar¢ 
eral States added their numbers to a large ing members received valuable suggestions for Agent W. H. Hamilton of Newport News, fon: 
attendance and the gathering was most suc- carrying on their work. The hours of discus- Va. and Agent G. P. Richmond of Danville, since 
cessful from every angle. sion and speech-making were interspersed with Va., have been transferred to Cleveland, 0, Pres 
The convention was opened by an invocation appropriate songs written to popular tunes and and made assistant district managers. forn 
and by an address of welcome delivered by sung en masse. The officers of the Anniver- Agents L. E. Humphreys and J. W. Butron ous 
Wilmer L. Moore, president of the company, sary Club of the Southern States Life are: at Indianapolis, Ind., have been appointed wit 
who assured those present of his own per- Joe W. Vinson, president; Gearry W. Williams, assistant district managers, succeeding assist- whic 
sonal confidence and that of the organization vice-president, and Robert F. Moore, secretary, ants Wynkoop and Coffee, resigned. of | 
in the results of their efforts and predicted who has been secretary each year since the Assistant Manager A. T. Brown at Ney- wal 
a great future for the Southern States Life. club was organized. During the club vear the port News, Va., has been transferred to Wheel- an 
Business sessions were held during the morn- members paid for $7,346,330 of insurance. ing, W. Va., succeeding Manager A. C. Shoen- i 
ings and the afternoons were given over to en- ——— thal, who has returned to Washington, D. C, an 
tertainment in which ball games, visits to the Changes Among Agents of Life Insurance to accept the assistancy he formerly held. duce 
zoological park and a boat trip to Cincinnati’s Company of Virginia Mr. Brown’s associates in Newport News ten- the 
Coney Island were features. The Wednesday The Life Insurance Company of Virginia, of | dered him and Mrs. Brown a farewell dinner eie 
morning session was taken up with a general Richmond, has announced the following changes prior to their departure for Wheeling. Pert 
in f 
MME | sO 
| bear 
| the | 
| HELPING THE MAN P 
| firm 
WITH THE RATE BOOK | | «© 
| nent 
: ; : ance 
LEADS—real, live, business-getting leads on the ried 
right kind of prospects—are supplied to tion, 
: : opini 
- Guardian Agents and help them save time a 
| and increase their production. edito 
, few 
This is only a part of The Guardian’s broad ~ 
2 nit 
program of Agency cooperation. If you want adjoi 
: to know the whole story of what this Company M 
In urance Co is doing for its field men, address: on 
' S & | | T of t 
F T. LOUIS HANSEN, or GEO. L. HUN ’ life 
J Vice-President Supt. of Agencies 
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———— 
PRESIDENT HARDING DEAD 


Country Is in Mourning Because of 
His Unexpected End 








HE WAS A FIRM BELIEVER IN LIFE 
INSURANCE 





President’s Example One Which Might 
Well Be Emulated by Ambitious 

Young Men 

News of the sudden death of Warren G. 

Harding, President of the United States, when 

he was believed to be on the high road to re- 

covery from his recent illness, came as a 
shock to the nation. Citizens 


s 
sity for life insurance, and many will doubt- 
less follow his example in providing against 
the contingency of premature death by the use 


of such protection. 


President Harding’s life furnishes an ex- 
ample worthy of emulation by young and am- 
bitious business men. He began life as a 
The austerity and unceasing in- 
dustry of his early days on his father’s farm, 
and his general work in the office of The 
Marion Mirror, all contributed their share in 
In 1884, at the age of 
nineteen, Mr. Harding and a friend purchased 
The Star of Marion, thus beginning his career 
as a publisher. At this time Mr. Harding also 


wood cutter. 


making his character. 


throughout the country, re- 
gardiess of political affilia- 
tions, received the news with 
sincere expressions of sorrow. 
President Harding had per- 
formed the increasingly oner- 
ous duties of his high office 
with a  conscientiousness 
which led to the impairment 
of his health; and his case, 
and that of his predecessor, 
ex-President Woodrow Wil- 
son, who went out of office 
an invalid, emphasize the ar- 
duous and wearing nature of 
the work imposed upon the 
chief executive of the nation. 
Perhaps it would be possible 
in future to arrange matters 
so that the others should 
bear a larger proportion of 
the burden. 

President Harding was a 
firm believer in life insurance, 
the latest edition of ‘‘Promi- 
nent Patrons of Life Insur- 
ance” recording that he car- 
ried $55,000 of such protec- 
tion. President Harding’s 
opinion on the value of life 
insurance, as addressed to the 
editor of THe SpEcTATOR a 
few weeks after his nomina- 
tion for the presidency of the 
United States is given in the 
adjoining column. 

Mr. Harding’s successor 
as President, Calvin Coolidge, 
also entertains a high opinion 
of the service rendered by 
life insurance. He says: 


There is no 
against the 


argument 








Wlnited States BHenate, 


WASHINGTON,D.C. 


Marion, Ohio 
August 16, 1920 


Mr. A.L.J.Smith, President 
The Spectator Company 

135 William Street 

New York City. 


My dear Mr. Smith: 


I beg to acknowledge your esteen- 
ed favor of August tenth, in which you invite me 
to write for The Spectator an opinion on the 
value of life insurance. 


The appeal peculiarly interests me, 
because my earliest newspaper work, when a 
student at college, was devoted to the issue of 
"The Spectator", which was a fortnightly college 
publication in which I took a very especial 
interest. 


Frankly, I can not find time to write 
such an article as I should wish ‘to send for 
publication over my name. You can understand how 
deeply I am engrossed in the greater problem 
which I have before me at the present time. 
Perhaps I shall best express my opinion of the 
value of life insurance when I tell you that I 
took out my first policy as a youth of nineteen 
and have been writing new policies ever since 
that time until four years ago. I have found them 
& pretty heavy burden upon my resources at times, 
particularly in my earlier years, but I have al- 
ways found them to be very comforting possessions, 
and if I had my life to live over again I woud 
Seek to take more rather than less. 


Very Sincerely 


H-M Vie ——- 








taking of life insurance. It 


is established that the protection 


sold life insurance as a side issue. He soon 


of one’s ought out his partner, and by dint of hard 





family, or those near to him, is the one 
thing most to be desired, and there is no 
medium of protection that is better than life 
msurance. Our government has given close 
attention to the insurance companies, and they 
are on so sure a foundation that it is in sub- 
stance a guaranty method of protection for our 
people. 


The untimely end met by President Harding, 
who was only fifty-eight years of age, is in 
itself a lesson for the people as to the neces- 


work built up the paper and maintained con- 


trol of it until June, 1923. 


St. Lovis, Mo., 


tion of the agents of the Continental Life Insurance 
Company of St. Louis will be held at the Hotel Statler, 
St. Louis, on August 20 and 21. J. Allen Fiske, of 
the St. Louis agency of the Etna Life will be one 
of the speakers. The tentative program has not been 


completed. 


23 


August 7.—The annual conven- 


Life Insurance Explained 

Under the title, “Life Insurance Explained,” 
Harrison B. Smith, president of the George 
Washington Life of Charleston, W. Va., has 
written a book of 144 pages, which he has pre- 
sented, in easily understood language, the basis 
and function of life insurance. He tells many 
of the uses of life insurance; describes the 
more common forms of policies; deals with 
taxes and life insurance, etc., and also includes 
a glossary of insurance terms. 

The chapter titles will give some idea of the 
scope of this useful little book, which was 
privately printed for the George Washington 
Life: 

Prominent Men and Life Insurance; Funda- 
mental Principles of the Life Insurance Con- 
tract; Economic Application of Life Insurance; 
Taxes and Life Insurance; Premium Rates; 
General Description of the Common Forms of 
Policies; A Popular Fallacy and Serious Mis- 
takes; Qualifications of a Good Agent; The 
Straight or Whole Life Policy; The Limited 
Payment Life Policy; The Endowment Policy; 
The Birthday Endowment; The Single Pre- 
mium Life; Term Insurance; Family or Sav- 
ings Bank Policy; Income Insurance; Life 
Insurance Trusts; Conclusion; General Infor- 
mation Regarding the George Washington 
Life Insurance Company; Glossary. 

The Mortality Experience of Industrial 

Policyholders, 1916-1920 

Under the above title, the Industrial Life 
Insurance Companies of America have made a 
contribution to the public health movement in 
America. The book embraces 164 pages, and 
represents the results of research covering 
particularly the five-year period, 1916-1920, and 
the information given is based upon the com- 
bined data supplied by five industrial compa- 
nies: the Colonial, John Hancock, Life In- 
surance Company of Virginia, Metropolitan 
and Prudential. It is hoped that there will be 
a public response to the publication of this 
data, which will warrant further work by the 
committee in charge, on behalf of the people. 
The investigations as to causes of death, etc., 
included over 114,000,000 years of life ex- 
posed, and the general result is summarized in 
a diagram which gives the inter-company death 
rates per 1000 substantially as follows: 1916, 
11.5; I917, 11.2; 1918, 15.5; IQIQ, 10.3; 1920, 
10. The book contains chapters devoted to 
the following subjects: 

Introductory; Principal Causes of Death; 
Tuberculosis; Influenza; Pneumonia; Organic 
Diseases of the Heart; Bright’s Disease; Ac- 
cidents; Suicide; Homicide; Cancer; Cerebral 
Hemorrhage, Apoplexy; The Four Commu- 
nicable Diseases of Childhood: Measles, Scar- 
let Fever, Whooping Cough and Diphtheria; 
Diarrhea and Enteritis; The Puerperal State; 
Disease of the Arteries; Diabetes; Appendi- 
citis: Cirrhosis of the Liver; Typhoid Fever; 
Acute Poliomyelitis; Cerebrospinal Fever; 
Pellagra; Malaria. 

This book is a valuable contribution to the 
knowledge of the facts of life and health 
among the wage-earning population of the 
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“HE WHO WOULD BE GREATEST AMONG YOU—” 


‘Let him be the servant of all’’ 





Some two-thousand years ago the Greatest Philosopher of all time promulgated this revolutionary idea. he 
world is fast coming to the realization that it must rank among its first and greatest citizens those men and women who 
contribute most to the ultimate welfare of the community in which they live. ‘Today society gives a place of pre- 
eminence to the physician, the teacher, the minister, the scientist, the social welfare worker—those unselfish souls 
who devote their lives to “‘mendin’ folks up’’. 


This social standard of ‘True Greatness applies to instutitions as well as to individuals. Only those insurance 
companies will be the ‘“‘Greatest among you”’ which prove themselves to be ‘The Servant of All.” 





The Phenomenal Growth of 
THE UNITED FIDELITY LIFE INSURANCE COMPANY OF DALLAS, TEXAS 


bears striking testimony to the SERVICE which it is rendering to the Southwest. 





In the brief space of twenty-seven months the United Fidelity Insurance in force has grown from $272,500 to 
$13,506,077. 





‘‘We Shall Keep Faith’’ 








A Big Boom in Business On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


A] POPU! LAR POLICY _that gets 1 the at- | Then there’s the Peoria Life man. He is first 


aoe os a insurance buying public given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship. 
AND 


Then he has policy contracts that embody every 
BIG COMMISSIONS that make it worth- attractive feature of modern life insurance. He re- 
while to the salesman are the reasons for 





New business written during recent months 
is DOUBLE the same period of last year. 


ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 


the increase. tive gives him personal training and help—not only 

at the outset, but continuously and at frequent 

Specimen Rate intervals thereafter. He knows that he is working 

Age 35—$16.30 per $1,000. with one of the country’s most progressive and 

ee ; : atid rapidly growing legal reserve companies, and that 

Important districts open in Western Michi- the many desirable openings created by its constant 
gan, Northeastern and Eastern Indiana, expansion are filled from its own agency ranks. 


Portions of Missouri and Kansas. 
Is it surprising that Peoria Life men are 


happy and successful? 


National Life Association Peoria Life Insurance Company 
Des Moines Iowa PEORIA, ILLINOIS 
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United States and Canada. The information 
covers a premium-paying membership of about 
26,000,0c0, and is therefore fairly representa- 
tive of the entire population. 
it is found that there has been a relatively 
ereater fall of mortality rates among insured 
wage-earners than in the general population of 
the United States. 
this as follows: 


However, 


The investigators explain 


This greater downward acceleration in the 
death rate of insured wage-earners and of 
mmbers of their families results from the op- 
eration of several powerful ameliorative fac- 
tors. First, there was the marked improve- 
ment in the general well-being of wage-work- 
ers as a result of better wage and living con- 
ditions during and immediately after the war; 
second, the cumulative effect of several decades 
of health work, most of it directed at the im- 
provement of housing, hygienic and other situa- 
tions affecting directly the wage-working group 
of the population; third, the intensive health 
work of one of the companies, which includes 
bedside nursing of the sick, education of policy- 
holders in hygiene and practical co-operation 
with health officials in securing health protec- 
tive measures, coupled with the generally en- 
lightened policy of all the companies in further- 
‘ng health activities. The chief elements of the 
declining mortality during the five-year period, 
excluding 1918, of course, have been the lower 
death rates for tuberculosis, heart disease, 
chronic nephritis, typhoid fever and a few other 
diseases of less importance numerically. De- 
tailed comment on the individual causes of 
death will be made in succeeding sections of 
this report. 

F. H. Rhodes Becomes Vice-President 

The directors of the Berkshire Life of Pitts- 
ield, Mass., announce the election of Frederic 
H. Rhodes, its general agent in New York, a 
vice-president. He will enter upon his duties 
October 1. He will be assigned the manage- 
ment of the agency department. 

Mr. Rhodes has been with the company over 
thirty years. He was born July 14, 1878, in 
Moravia, Lawrence County, Pennsylvania. He 
went with English & Furey, the company’s 
general agents at Pittsburgh, on December 10, 
1892, as office boy, and served in various posi- 
tions with that agency. Finally, as office man- 
ager. November 1, 1910, he was appointed the 
company’s general agent in New York. He 
has a wife, and a fine family of five children, 
two of whom are twin boys. 

Mr. Rhodes has made a signal success in 
everything he has undertaken, from office boy 
it Pittsburgh to general agent in New York, 
The offi- 


greatly 


where he has been very successful. 

cial force of the company will be 
strengthened by his coming. He is a man of 
enthusiasm, with great ability, and under his 
the agency department it is 
confidently expected that a more rapid de- 


Management of 


velopment of the company will follow. 


American National’s Fine Progress 
The semi-annual statement of the American 
National of Galveston, Tex., shows that on 
June 30 last it had admitted assets aggregating 
$15,630,429, with a surplus as to policyholders 
of $2,704,249, the latter item being made up 
of capital, $1,000,000: surplus, $1,428,529, and 
The company had 
$20,072,499 of life insurance in force on June 


assigned funds, $275,720. 


30, 1923. The foregoing amounts represent 
gains during the first six months of 1923 of 
$18,614,703 in insurance in force, $1,333,805 in 
assets, and $148,425 in surplus security to pol- 
Among the larger items of assets 
first-mortgage 
loans, $5,765,841; loans to policyholders on their 
policies, $1,572,897; bonds, $4,776,311, and cash 
in banks and certificates of deposit, $1,861,707. 
The chief liability is the net reserve of $12,- 
377.432, on the American Experience Table of 
Mortality with 3 and 3% per cent interest. The 
American National occupies a handsome home 
office building and writes both industrial and 


icyholders. 
are real estate owned, $922,948; 


ordinary insurance to meet the requirements of 
every insurable person. 

The company’s excellent progress is most 
gratifying to all who are interested in its wel- 
fare. Its official staff is made up as follows: 
President, W. L. Moody, Jr.; vice-presidents, 
Shearn Moody and T. L. Cross; secretary, W. 
J. Shaw; assistant secretary, N. V. Morgan; 
treasurer, M. Groshenny; assistant treasurer, 


R. V. Brazzil; manager of agencies (ordi- 
nary), C. Hubert Anderson: actuary, N. E. 
Gorton; assistant actuary, R. A. Mclver; 


Russoni; claim adjuster, J. R. 
Sayre; medical director, Dr. Edward Randall; 
medical director, Dr. W. J. C. 
general counsel, C. W. Nugent and 
Williams and Neethe; assistant general counsel, 
Jno. L. Darrouzet. 


auditor, E. B. 


assistant 
Wermers; 


Sub-Standard Risks 
(Concluded from page 4) 
tection the most, to go without it. 
that we are not concerned. 

Our circularizing and advertising are honestly 
what they claim to be—an attempt to serve all 
insurance agents on such business as their own 
companies will not handle. In all of our ad- 
vertisements and literature we urge agents of 
other companies to give their own companies 
their loyal service and all the business that their 
own companies will handle. 

It may be that in some cases men are at- 
tracted by greater opportunities with this com- 
pany, but this is not the only company which 
may have attracted men from other companies 

practically every company has. Is it un- 
ethical for a man to change from one company 
to another? Was it unethical for the presi- 
dent of the Cleveland Life Underwriters a year 
or two ago to change his connection from one 
company to another? Surely the Cleveland 
Life Underwriters do not want to take the posi- 
tion that life insurance companies are operat- 
ing like baseball trusts and that the agents are 
owned body and soul by their general agents 
and their companies. As far as this company 
is concerned, we only want our men to remain 
with us as long as they feel that it is the best 
company on earth for them to represent, and if 
at any time they feel they can do better with 
any other company we are glad to have them 
go and wish them success. 

We are very sorry we cannot comply with the 
request of the Cleveland Life Underwriters. 

As your letter is an official communication 
written by direction of your board of directors, 
we are forwarding a copy of it together with 
a copy of our reply to various insurance pub- 
lications. 


But with 


Yours very truly, 
T. F. LAWRENCE, 
Vice-President, Missouri State Life Insur- 
ance Company. 
St. Louis, August 3, 1923. 
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NEW ACCIDENT POLICY 


U. S. F. & G. Inaugurates Novel Pro- 
tection Contract 





TRAVELERS GREATLY BENEFITED 





Casualty Company, with Minneapolis, St. 
Paul: & Sault Ste. Marie and Chicago 
& Eastern Illinois Railroads, Works 
Out Details of Plan 

Adopting the slogan “ A Dollar for Travel 
—A Penny for Protection” the United States 
l‘idelity and Guaranty Company, Baltimore, has 
inaugurated a novel plan of selling accident in- 
surance to railway passengers that promises 
to be taken up by the railroads throughout the 
The method consists of a coupon, at- 
tached to or identified with the regular railway 
ticket, which gives the passenger the full pro- 
tection of a $5000 accident insurance policy con- 


country. 


taining total and partial disability benefits, cash 
payment stipulations for losses of members and 
organs and other features of the ordinary acci- 
The double indemnity feature 
is, of course, extracted. 

The policy is being issued in the form of a 
master blanket contract to the Minneapolis, 
St. Paul & Sault Ste. Marie and the Chicago 
& [astern Illinois Railroads and the cost of 
the insurance is arrived at by adding one cent 
to every dollar, or fraction thereof, paid for 
the individual’s fare. In other words, if a 
ticket, calling for a journey between two points, 
cost $5, the passenger could insure himself by 
the payment of five cents extra. Men and 
women receive the equal protection at the same 


dent contract. 


rates under the plan. 

One of the features of the method is that 
the policy is in force for one hour prior to 
departure and for one hour after arrival, but 
only while the insured passenger is on the 
premises of the railroad upon which he intends 
to travel. All classes of accidents are included 
in the policy so long as the passenger is actually 
in the train and in transit or on the premises 
of the railroad company within the time limit 
specified. In the case of stop-overs the insur- 
ance is automatically suspended, but goes into 
force again as soon as the passenger boards the 
train to continue his journey. Copies of the 
blanket policy, together with information re- 
lating to the protection offered, are given out 
by all ticket agents of the railroads now using 
the device and passengers are urged to avail 
themselves of the safeguard thus provided. 

The coupon policies in connection with the 
railroad tickets are issued to all persons between 
the ages of six and seventy, but weekly in- 
demnity is only granted those between eighteen 
and sixty-five and who are employed in gain- 
ful occupations. 

The outcome of this new plan will be watched 
with interest by casualty companies everywhere 
and if it proves very successful it may be that 
a modification of the principle will be applied to 
other carriers. The accessories and devices for 
putting the plan into practice are patented by 
Geo. E. Dickson as the “Dickson Device.” 
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AETNA LIFE USES PHOINOGRAPH 
RECORD 
Instructs Its Agents in Sale of Accident 
Insurance by Novel Method 

As a part of its educational program for 
the development of accident business, the A®tna 
Life Insurance Company of Hartford is mak- 
ing effective use of a phonograph record which 
reproduces a selling talk based on the A£tna’s 
“Paramount” accident policy. 

The record is of the regulation disk variety 
and can be used on any talking machine, there- 
by making it available for the use of Attna 
agents everywhere. The “approach” and “pres- 
entation” are contained on one side and the 
“losing of the sale” on the reverse side. 

The talk itself shows the agent how to avoid 
the stereotyped and negative remarks which 
often act as obstacles in the way of securing 
the desired interview. It illustrates how the 
policy coverage can be presented so as to 
anticipate some of the common objections and 
shows how the prospect may be kept in a “yes 
attitude” so as to simplify the problem of clos- 
ing the sale. 

With each record is supplied a Complete type- 
written copy of the talk itself, with supple- 
mentary reserve arguments and pointers and 
with an explanation as to how the agent can 
reinforce his talk with a pencil diagram which 
will help to make the points of coverage stand 
out graphically in the prospect’s mind. 

With the aid of this selling talk, which was 
specially recorded by Special Agent “Tom” 
Keith of the Aétna’s Northwestern division, 
located at Seattle, the work of training new 
accident producers has been greatly simplified. 
The opportunity of making a leisurely study of 
the fine points of a selling talk that has proved 
successful is also appreciated by many A£tna 
agents who have sold accident coverage for a 
number of years. 


HEALTH AND ACCIDENT PROGRAM 


Mid-Summer Meeting at Mackinac Well- 
Planned 


The program for the mid-summer session 
of the Health and Accident Underwriters’ Con- 
The program is of 
exceptionally broad scope. Besides the regu- 
lar business sessions a number of entertain- 
ment features have been arranged for. 

The program follows: 


ference has been prepared. 


THURSDAY, AUGUST 30 

Called to order.—President E. C. 

Address of welcome.—L. T. Hands, Commissioner 
of Insurance of Michigan. 

President’s address. 

“Remarks.”—John A. Sullivan, vice president, Great 
Northern Life. 

Report of bureau of statistics.—Harold R. 
manager. 

Report of statistical committee.—L. D. 
vice-president, Federal Life. 

“Of Practical Value to the Company.”’- 
Manzelman, North American Accident. 

Report of treasurer. 

Report of credentials committee. 

Report of executive committee. 


Budlong presiding. 


Gordon, 
Cavanaugh, 


-George F. 


Report of grievance committee. 


A . A . - 
‘Appointment of nominating committee. 


FRIDAY, AUGUST 3 
“Insurance Publicity.’—C. W. Van Beynum, assist- 
ant publicity manager, Travelers. 

“Life, Health and Accident Insurance a Close Re- 
lationship.”—Fisher Simmons, assistant secretary, 
Pan-American Life. 

“Monthly Premium Problems.” 
assistant manager, Massachusetts Bonding. 
Status.’”——-R. E. Weaverling, secre- 
tary, Lincoln Life. 

“Claims.”—E. C. 
De Aa 

“Report of Committee on Riders, Eliminations and 
-H. G. Royer, president, Great North- 


-Douglas HI, Nelson, 


Plus 


“Contract 


Rockafellow, National Life, U. 


Cancellations.’’- 
ern Life. 
SATURDAY, SEPTEMBER 1 
“Our Code of McDowell, 
dent, Eastern Casualty. 
Lindquist, 


Ethics.’’—Corwin presi- 


Address.—Gustav president, Travelers 


Equitable. 


John W.. Blevins. 


“By-products of Insurance.’’—] 


vice-president, Interstate Life and Accident. 
Report of special committees. 
Deferred business. 


Report of nominating committee and election of 
officers. 
Date and place of next meeting. 


Adjournment. 


J. F. WALMSLEY WRITES A BIG ONE 


$6,000,000 Hold-Up Policy Said to Be the 
Largest of Its Kind Ever Placed 

What is said to be the largest amount of 
hold-up insurance ever taken out in one policy 
has just been written by J. F. Walmsley, who 
is connected with the National Surety Com- 
pany, New York. ‘The sum represented is 
$6,000,000 and covers the hazards of hold-up 
only. It protects the cars of the 
Adams Express Armored Car Company, which 
was organized as a subsidiary of the Adams 
Express Company on July 1f. 

The increasing value of the securities and 
cash transported or consigned for delivery de- 
manded the employment of a type of motor 
truck which would offer more than ordinary 
protection to the driver, guards and contents. 
To fill the need, cars having steel bodies and 
equipped with firing ports for the use of rifle- 
men inside were adopted and the Adams Ex- 
press Armored Car Company was formed to 
take charge of their operation. 

Mr. Walmsley¥ saw in this move the oppor- 
tunity for insurance to cover the risk and, 
involving much 


armored 


after extensive negotiations 
statistical data, succeeded in writing a hold-up 
policy for $6,000,000. The policy is in force in 
the United States and Canada, but at present 
will be effective in New York city alone, as 
this is the only place where the armored cars 
are now being used. The business was placed 
in the National Surety Company. 

John A. Cochrane Becomes Vice-President 

John A. Cochrane of the National Surety 
Company, New York, has been made a vice- 
president of that organization in line of earned 
promotion. 

Mr. Cochrane was of great assistance in the 
formulation of the forgery bond department 
of the National Surety and is general sales 
manager of this branch. The news of his 
promotion will be welcomed both by the com- 
and hy insurance circles 


pany’s personnel 


throughout the city. 
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ESTABLISHES BRANCH OFFICE 


W. Scott Reig in Charge of Pennsylvania 
Surety at Philadeiphia 

The Pennsylvania Surety Company of Har- 
risburg, Pa., announces the opening of a 
branch office in Philadelphia at 808 Ccmmer- 
cial Trust Building, Fifteenth and Market 
streets. The manager of the new branch office 
is W. Scott Mr. Reig was with the 
American Surety Company for many years and 
during the past seven years was manager of 
the bond department of the Philadelphia branch 
office of the Fidelity and Casualty Company. 
3esides being an experienced bond underwriter, 
Mr. Reig is also an attorney and is admitted 
to practice in the courts of Philadelphia county 
and the United States Supreme Court. 
Edwin H. Manning, 56 John street, New York 
city, has been appointed the company’s rein- 
surance representative in that city and also in 
Newark, N. J. 


Reig. 


New Orleans News-Letter 

New Orteans, La., August 4—Midsummer 
dullness is on and news items are as scarce as 
the proverbial hen’s teeth. 

In the “President’s Contest” of the Mary- 
land Casualty Company, New Orleans achieved 
the distinction of tieing with Boston for sec- 
ond place in Group 1. To the intelligently 
directed and unflagging energy of Black, 
Rogers & Company, who have represented the 
Maryland Casualty here siace its organization, 
the achievement is due and they are proudly 
receiving the felicitations of their friends. 

H. B. Flowers, president of the New Orleans 
Public Service, Inc., announced that the com- 
pany purposes to take out a group life insur- 
ance policy to the amount of approximately 
$4,000,000, covering the lives of their employees. 
Employees who have been in the service for 
seven or eight years will be covered to the 
extent of $1500 each, while each of these on 
the payrolls for six months will be given a 
policy for $500. Those on the pension rolls 
—men and women—will be covered to the same 
extent and in the same manner as those actively 
engaged in the company’s service. 

In the great sorrow which has come 
his life through the death of his estimable 
mother, Maurice Hartson has the heartfelt 
and warm sympathy of his friends. 

O’HaceErrty. 


into 





National Agents to Convene Soon 

Agents in the monthly accident and health 
division of the National Life Insurance Com- 
pany of the U. S. A., Chicago, wiil meet at 
the Morrison hotel, August 23 and 24. 
Nebraska Ruling on Unearned Premiums 

The bureau of insurance of Nebraska, K. C. 
Knudson, chief, has issued a ruling whereby 
fire insurance companies writing combined poli- 
cies in the State, as well as all companies writ- 
ing combined automobile policies, will, when 
esulting 
required 


a loss occurs affecting only one line 
in cancellation of the policy, be 
to return the unearned premium on the lines 


not affected. 
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In Confidence: 


Having recently entered eastern states 
we have several very desirable openings 
for Managers in Maine and Delaware 
under direct Home Office contracts. 


This is a real opportunity. 
Write us in Confidence, Special De- 


livery. 


Operating in 37 States—Constantly ex- 
panding. 


THE BANKERS RESERVE 
LIFE COMPANY 


R. L. Robison, President 
OMAHA, NEBRASKA 


Assets , over................. $13,500,000 
Business in Force, over....... $83,000,000 


on 


FIRE AUTOMOBILE MARINE 


rst AMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Addresz Home Office Fer Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. Morin, 


President Vice-Pres. and 


“ Managing Under. 
Secretary 


Fire Dept. 





paiement 
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Ready! 
New York State Field Annual 


AND 
Insurance Directory 


ONTAINING a complete list of agents in 

New York State (*exclusive of Greater New 

York) with complete address, list of companies 
represented, etc. 


Many new features are included that will be 
found only in “Field Annuals.” 


* Greater New York is published separately. 





THE INSURANCE FIELD CO. 
Incorporated 
P. 0. Box 617, Louisville, Ky. 
Send me a copy of the NEW YORK STATE FIELD ANNUAL 
AND INSURANCE DIRECTORY. Enclosed find check for 
$5.00 to cover cost. 


ATTENTION 


We want a general agent in every locality in Illinois 
and Indiana where we are not now represented. 
Excellent territory open to men of character. Policies 
up to date and non-par. 1200 influential stock- 
holders. 


Do not write us unless you mean business. Refer- 
ence required. 


Chicago National Life Ins. Co. 
Room 324, 202 S. State Street, 
Chicago, IIlinois. 























THIRD EDITION 
Thoroughly Revised, Improved and Greatly Enlarged 


Fire Insurance Inspection and Underwriting 
By C. C. DOMINGE and W. O. LINCOLN 


Associate Members, National Fire Protection Association 
Members, Insurance Society of New York 


OVER 5000 DIFFERENT SUBJECTS TREATED 
NUMEROUS ILLUSTRATIONS 


1020 Pages of Profitable Information 


A COMPLETE TEXT AND REFERENCE BOOK FOR 
Fire Insurance Inspectors and Underwriters, Students, Firemen and 
Others Interested in Fire Prevention 
Insurance Terms Defined 
Standard Policy Thoroughly Explained 
Special Forms of Insurance Analyzed 

Chemicals and their Hazards Described 
Manufacturing Processes & Special Hazards Listed 
Alphabetically Arranged—Printed on thin Paper—Bound in Flexible 

Covsee dak the Book for the Underwriter in Office or Field 
PRICES 

Flexible Binding, $6.00 De Luxe edition, thumb indexed, $10.00 


THE SPECTATOR COMPANY 
CHICAGO - PUBLISHERS - NEW YORK 
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ACCIDENT 


Evidence justifies a finding that the in- 
sured’s death was caused by a cyclone— 
payment of known liquidated claim without 
knowledge of right of action for greater 
amount and execution of unconditional re- 
lease is not a bar to subsequent action. 

The insured was an engineer on a steamer 
on Lake Superior and lost his life when the 
steamer went down in a violent storm on 
November 12, 1919. Tle carried a policy of 
accident insurance, which provided for the pay- 
ment of a double indemnity in the event of 
Plaintiff 


was beneficiary under the policy and wrote to 


death caused by a cyclone or tornado. 


the company asking what requirements were 
necessary to obtain payment of the insurance 
moneys. Blank proots of loss were mailed to 
her, which she filled out and returned to the 
Upon receipt of the proof of loss 
a draft for $2200, the 


face of the policy, and 


defendant. 
the company made out 
forwarded it to the 
plaintiff, who cashed it. There was printed on 
the back of the draft a release of all claims 
plaintiff might have under the policy. She 
signed the release and delivered the draft and 
policy to a bank, which paid her $22co. Later 
she wrote to the defendant claiming that she 
should have been paid double indemnity on the 
theory that the insured lost his life in a cyclone. 
Upon its refusal to pay, she commenced this 
action. Defendant’s answer was first a denial 
that death was caused by a cyclone; and sec- 
ond, that by accepting the draft and signing 
the release and surrendering the policy, plain- 
tiff was barred from making further claim. 
Upon trial the court instructed the jury that 
if the insured’s death was caused by a cyclone 
that they should bring in a verdict for $2200, 
in favor of plaintiff. In charging the jury, the 
“A cyclone 
is a violent storm, often of vast extent, char- 
acterized by high winds rotating about a calm 
center of low This 
center moves onward, often with a velocity of 
as much as twenty or 


court defined a cyclone as follows: 


atmospheric pressure. 
thirty miles an hour. 
Popularly, a cyclone is any violent and de- 
structive wind storm, and in the United States 
a tornado is often popularly called a cyclone.” 
The storm of November 12, 1919, was de- 
scribed by various witnesses, the velocity of 
the wind being estimated at sixty to eighty 
miles per hour, and the height of the waves at 
twenty to thirty feet. The jury brought in a 
verdict for the plaintiff. On appeal, the court 
held that there was sufficient evidence upon 
Which to sustain the findings for the plaintiff. 
Further if there was any doubt as to the con- 
struction of the word cyclone, such doubt 
should be resolved in favor of the insured. 
_ Plaintiff's claim is not barred by the execu- 
tion of the release. Payment was made on the 
supposition that the full measure of liability 


TRSUTATICEC . 


By Joseph @. Seller of the New York Bar 








under the contract was only $2200. No claim 
was made for double indemnity. Nothing was 
involved except an undisputed liquidated de- 
The rule is well settled that 
a release is not supported by a sufficient con- 


mand for $2200. 


sideration unless something of value is given 
other 
creditor is entitled to receive at all events. 
The plaintiff did not intend to release her claim 
for a double 


know of its existence at the time. 


than the payment of money which the 


indemnity, because she did not 
There was 
no accord and satisfaction because double in- 
demnity was not claimed at time of payment. 


Her rights are not: barred by the execution of 


affirmed. ’ 
Bonding & Ins. 


Judgment 


P 
Psphhepr ore 


Vassachusetts 


Co., tof Northwestern 99 (Supreme Court of 
\linnesota). 
FIRE 
Where gratuitous bailee of furniture 


agrees before receiving the same to obtain 
insurance for the owner and fails to do so, 
he is liable for its loss by fire while in his 
charge. 

Plaintiff purchased 


from defendant certain 


household furniture for the sum of $900.25, 
and had paid on this furniture only the sum 
\s plaintiff was leaving the city for 


a period of time he arranged with the defend- 


of $205. 


ant’s creditman to send the furniture to the 
defendant’s storehouse, and the defendant agreed 
The de- 
rendant’s creditman promised and agreed to 
the plaintiff’s 


to keep it for him free of charge. 


have the furniture insured for 
furniture was sent to the de- 
fendant’s storehouse about the tsth of May, 
and about the 15th of June following was de- 
No insurance had been placed 
furniture. Defendant objected to 
plaintiff’s recovery, first, that 
consideration for the agreement to insure the 


henefit. The 


stroyed by fire. 
upon the 
there was no 


goods, and, second, that the defendant's credit- 
man had no authority to make any such con- 
tract, even if he did. The court held, how- 
ever, that the bailee having promised to pro- 
cure the insurance in connection with taking 
the goods, was obliged to obtain the insurance. 

There was sufficient consideration in this 
case for the agreement to insure, for on the 
basis of the creditman’s statements and prom- 
ises the plaintiff sent the furniture to the ware- 
house. When a person gratuitously undertakes 
to perform an undertaking and enters upon its 
performance, he is bound to carry out all he 
has undertaken. 

Judgment for the plaintiff affirmed. 
vs. Spear & Co., 234 N. Y. 479. 


Siegel 


MARINE 


“Perils of the sea” in a marine policy 
covers all perils of marine casualties due to 
the fortuitous action of the sea but does not 
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Deelselion 





cover loss where due to unseaworthiness and 
negligent stowage. 

The policy covered the “perils of the sea” but 
excepted from its terms, among other things, 
all damage that may be done to the vessel (a) 
from carelessness in stowing the cargo of the 
from rottenness, inherent de- 
The question 


barge and (b) 
fects and other unseaworthiness. 
was whether the plaintiff made out a prima- 
facie case by showing that the boat listed and 
turned over when moored in quiet water, or 
whether he must go further and show that the 
capsizing was not due to defective condition of 


barge or improper and careless stowing of 
cargo. 

The phrase “perils of the sea” as used in a 
policv of marine insurance covers all kinds of 
marine casualties due to the action of the sea, 
hut it only includes a sea damage or a peril of 
1e sea. A peril on the sea is not enough. In 
order to recover the plaintiff must show that 
the harge was seaworthy and reasonably fit to 
encounter the ordinary perils of the sea. To 
be seaworthy, it is necessary that the cargo be 
properly stowed. Under the evidence, it clearly 
appeared; first, that the cargo was improperly 
stowed, and, second, that the barge was unsea- 
worthy. It was her own defects and not the 
perils or damages of the sea which caused the 
damage. Judgment non-suiting the plaintiff is 
affirmed. 

Cary vs. Home Insurance Company (Ct. of 
Appeals of N. Y.), 235 N. Y. 206. 


BENEFIT 


Where insured dies after application for 
change of beneficiary but before change is 
effected, equity will treat the change as hav- 
ing been made. Minors receiving financial 
support from one not their relative, are not 
dependents within meaning of by-law relat- 
ing to insurance beneficiaries. 

The administrator of the estate of decedent 
brought an action against the defendant, a fra- 
ternal benefit society, to recover on a certificate 
of insurance issued by it to decedent. The so- 
ciety filed a bill of interpleader, alleging that 
certain other parties claimed the proceeds of 
the certificate. The society obtained permission 
to pay the money into court, and was discharged 
and three infants, wards of appellant, were 
made parties defendant in place of the insurance 
company. 

The certificate of insurance contained the fol- 
lowing provision: “This certificate is issued 
subject to and to be construed and controlled by 
the laws, rules and regulations of the order now 
in force or which may hereafter be adopted.” 
Section 118 and 119 of the by-laws of the order 
provided as follows: 

“Sec. 118. A member may 
beneficiary any one or more persons of any of 
Families, heirs, 


designate as 


the following classes, viz. : 
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Public Accountant 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 | 
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Prominent Agents and Brokers 


nT 


PAUL L. WOOLSTON 
INSURANCE EXAMINER, 


ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 











Actuarial 
GEORGE B. BUCK 
ACTUARY 
Specializing in Employees’ 


Benefit and Pension Funds 











FRANK J. HAIGHT 
CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa. 














LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National-Hartford Casualty Co. 
Americar Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 


Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 








LEO H WALDMAN 
TS 
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3 Cedar St. New York 
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CASUALTY INS! q 








Actuarial 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 8. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 








MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 














WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of losurance 


43 Cedar Street, New York 











JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
i 
CONSULTING ACTUARY | 


Colcord Bidg., OKLAHOMA CITy, OKLA, 























JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate 


322 HURT BLDG ATLANTA, GA. 


F. M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants | 
PHILADELPHIA 





THE BOURSE 
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A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bidg., WACO, TEXAS 





ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 











FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 





SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA, 














A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


‘Life Insurance Service”’ 


10 So. La Salle St. Chicago, Ill. 


“20 Years’ Experience Backs Our Service’ 





L.A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 

















W. H. GOULD 
ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 
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W. B. YOUNG 


CONSULTING ACTUARY 
AND ACCOUNTANT 


D. R. McClurg, Associate 


430 Peters Trust Bldg. Omaha, Neb. 
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Examiners and Adjusters 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 








JAMES H. WASHBURN, F.A.I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes. 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY :: NEW YORK CITY 








Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 
15 Park Row New York City 
Thos. Galbo, Genl. Mgr. 
RELIABLE — INVESTIGATIONS AND ADJUST. 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performances—Weshow 
results. Send for booklet of references. Liability, Com- 
a. Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 
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Insurance Attorney 














Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelpnia 
Frank R. Ambler, Gen. Mgr 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Adjuster 











Tel. Mulberry 2613 
NEW JERSEY CLAIMS 


Investigated and adjusted. Alllines handled. 
Cooperation and quick results. Thoroughly 
conversant New York and Connecticut. 


J. L. CHEREPY 


Proctor Building Newark, N. J. 

















Statisticians 











Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











blood relatives, affianced husband or affianced 
wife, or persons dependent upon the member. 
It is expressly prohibited by the statutes under 
which this society is organized to designate as 
a ‘friend, creditors, or trustee,”’ 
No will, codicil, or 
other legal testament shall be permitted to con- 
trol the distribution of 


a beneficiary 


not above contemplated. 


the fund or affect the 
tight of a beneficiary as named in any certifi- 
sate issued by this society. = 1% 
“Sec. 119. If a member desires to change his 
beneficiary or beneficiaries, named in his cer- 
tificate, he shall indicate the same in the blanks 
as provided on the back of his certificate, in- 
serting and signing his name in full, ink, just 
as written in the face of his certificate, and in- 
serting the full name or names of his new bene- 
His signa- 
attested by the scribe of his court, 
and he shall pay the fee of fifty cents to the 
shall forward said together 
with the certificate to the Supreme Scribe, for 
the approval and official indorsement of said 
change. 


ficiary and relationship thereof. 
ture must be 


scribe, who fee, 


No change in beneficiary or bene- 
ficiaries will be approved, unless said benefici- 
ary or beneficiaries come within the provisions 
of the preceding section.” 

The defendants interpleaded, as stated above, 
filed a cross-complaint by their guardian and 
alleged that, upon the death of a prior bene- 
ficiary, the insured executed a written change 
of beneficiary which was duly attested by the 
scribe of the court of the Supreme Tribe of 
which the insured was a member and attached 
to the back of the certificate. That the local 





The Spectator’s Contributions to 
Insurance Progress 


In weighing the merits of publications some @ 


consideration should be given to what they 
do for the insurance business generally. In- 
surance journalism as a private agency con- 


tributes as much to the progress of insurance 


as some of the great organizations maintained 
by the business itself. It is in the interest of 


the business that those papers which make a 


should be 


them 


real contribution supported, even 


does not bring 


Journal of Com- 


1 
though advertising in 
] 


arge visible returns.—The 


The circulation of the publications of 
The Spectator Company, including THE 
SPECTATOR, amounted for the past year to 


about 2,000,000 copies, averaging nearly 
These standard publica- 


casualty and 


40,000 weekly. 
tions, covering life, fire, 
miscellaneous insurance, are recognized 
as authorities in their particular lines, 
and many have received the endorsements 
of the United States Government and 
State Insurance Departments. The sta- 
tistical and historical records of the 
various insurance companies, news and 
educational articles, and convincing argu- 
ments rendering the prospect’s mind re- 
ceptive to the solicitation of insurance 
are thus given wide public circula- 
tion, constituting the valuable 
SERVICE to the insurance companies. 


men, 
most 











scribe then forwarded the written request for 
beneficiary, together with the in- 
attached 


change of 
sured’s certificate and the instrument 
thereto, to the Supreme Scribe for his approval 
change. Be- 


and official indorsement of such 


fore the Supreme Scribe had approved the 
change, the insured died. The three infants 
who were interpleaded in this action were 


named by the insured as the beneficiaries under 
such certificate in the written change attached 
The petition asked that 
Supreme 


to the back thereof. 
the $1500 paid 
Scribe on said certificate be paid to appellant 
Ap- 
pellee demurred to the cross-complaint of the 
and _ his 


into court by the 


is guardian for the benefit of his wards. 


euardian for want of sufficient facts, 
demurrer was sustained. 

On appeal, it was held that where the in- 
sured had done all in his power to change the 
beneficiary, but before the new certificate is 
issued, dies, a court of equity will decree that 
to be done which ought to be done, and act as 
though the certificate had been issued. 

However, it does not appear that the three 
beneficiaries were 
named in 


infants named as intended 


members of class of persons 


Section 118 of the by-laws as eligible to ap- 


any 
pointment. It does not appear that they were 
members of the family of the insured, or that 
they were his heirs or blood relatives. No one 
was “dependent” upon the society’s 
The beneficiary must be dependent 


of them 
by-laws. 
upon the member in a material degree for sup- 
port and the obligation of the member to fur- 
support must rest upon some legal, 
equitable ground and not upon the 
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nish the 
moral or 





purely voluntary or charitable disposition of 
the member. The benevolent purpose sought 
to be attained is to enable members to protect 
their families and others to whom they are 
under some obligation of support. 

Although the petition alleged that each of 
the infants was dependent on said decedent at 
time of execution of the change of beneficiary, 
and until death, under 
the facts as alleged such support could have 


thereafter decedent’s 
heen discontinued without violating any recog- 
nized obligation. 

The society could not waive provision of the 
certificate as to appointment of an eligible 
beneficiary after death, and “could not impair 
death, by reason of a failure to make such a 
change.” 
rights which may have become vested upon his 

Judgment sustaining appellee’s demurrer af- 
firmed. Whiteman, 139 N. E. 
329 (Appel. Ct. of Indiana). 


Heinzman vs. 


PROMINENT PATRONS OF LIFE 
INSURANCE 
New Edition of This Valuable Book Lists 
12,000 Names 

A brand new edition of “Prominent Patrons 
of Life Insurance” has just been issued 
by The Spectator Company. This publication, 
which has long been recognized as one of the 
best canvassing documents ever produced, is 
about double the size of the previous edition, 
containing the names of about 12,000 persons 
who each carry from $50,000 to $4,500,000 of 
life insurance. In addition, there are hun- 
dreds of letters from heavily insured people 
highly commending life insurance as a protec- 
tion and an investment. 

The new book also embraces a division de- 
voted to business or corporation insurance, and 
contains favorable opinions on life insurance 
and portraits of the president of the United 
States and members of his Cabinet, several ex- 
presidents and thirty-two State governors. 

The information is arranged by geographical 
groups of States, the cities and towns in each 
State being arranged alphabetically, and the 
names of persons located therein are shown 
in alphabetical order, with the amount of life 
insurance carried by each set opposite his name. 

In the partnership and bwsiness corporation 
insurance department, the same general arrange- 
ment is followed, the names and locations of 
concerns for which the insurance is carried be- 
ing listed as well as the names of the parties 
on whose lives the insurance is issued. 

In order to assure the accuracy of the in- 
formation, the publishers not only com- 
municated with general agents and agents 
throughout the country, thus securing thou- 
sands of new names, but sent personal letters 
to all policyholders listed. The book, there- 
fore, contains the most complete and accurate 
list of largely insured persons ever published. 

“Prominent Patrons of Life Insurance” con- 
tains about 400 pages of lists and letters, is 
well printed and durably bound, in convenient 
size for the pocket. Its price in limp clotk 
binding is $4, and in flexible binding $4.50, 
with liberal discounts for quantity orders. 








THE SPECTATOR 





Thursday 











Prosperity Awaits You Here! 


THE SOUTH IS RICHER NOW IN OPPORTUNITIES 
THAN IN YEARS. Never was there so much money in 
circulation. 

THE FARMER, the merchant, the manufacturer need and are 
buying more insurance. 

SOME CHOICE TERRITORY in Texas and Arkansas for 

Field Supervisors who can produce business and instruct Agents. 

Salary and commission. 


LOUISIANA STATE LIFE INSURANCE COMPANY 
SHREVEPORT, LA. 
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GENERAL AGENCY * OPENING FOR 
NORTHERN WEST VIRGINIA #7 





Two good personal producers may combine 
to get contract. 


If you cannot produce 
apply. 
Address West Virginia, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 


personally do not 








The Company Behind the Policy 


The exceptional low premium rates for which Great-West Life pol- 
icies are notable, are based on the soundest principles—splendid 
investment—favorable mortality—low expense rate. 

If interested in Life Insurance write to 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office Winnipeg 











WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 


FEDERAL CASUALTY COMPANY = = - DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 


Sold by—DETROIT CASUALTY COMPANY - - DETROIT, MICH. 
(Same Management as Federal Casualty Company.} 
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MIDLAND LIFE INSURANCE COMPANY 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantia} 
and influential business men in Kansas City, 


THE MANAGEMENT. 


Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, 
COLORADO, TEXAS. 
in the country to-day. 


THE TERRITORY. OKLAHOMA, 


The best territory 


DANIEL BOONE, Jr., President JOHN M. SMULLIN, Secretary 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society for Women in the World 





A **Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 251,000 

The Reserve Fund is over $17,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

W. B. A. Health Centers in Every City 

Summer Camps and Clubs for Girls 

Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 


Write for information to 


MISS FRANCES D. PARTRIDGE 
Supreme Record Keeper, Port Huron, Mich, 


MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 


— EXCELLENT OPPORTUNITY 


ius Reliable, Energetic men to represent us in the states of 
{Minois and Missouri with direct Home Office contracts. Liberal 
policies 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADG 





DENVER, COLORADO 








NEW and up to date policy 


Clarence J. Daly, President 
contracts. REAL SERVICE 
to Policyholdersand Agents. 


fj NOTSO BIG to lose sight of 
y 


gee a ee individual Agents, and big 
enough to serve its Agency 


~_JnsuranceCompany and Policyholders satisfac- 







torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


DES MOINES, IOWA JAS. H. JAMISON, Pres’t 

















WESTERN RESERVE 
LIFE INSURANCE COMPANY 
MUNCIE, IND. 

An Old Line Legal Reserve Company 
We issue all Standard forms of policies. 
Agents wanted in Indiana and Ohio. 

JOHN W. DRAGOO, Secretary 














THE STATE OF MICHIGAN 


A direct General Agent’s Contract for definite territory in the 
State of Michigan is ready for the right man. 


Address: 
Ernest C. Milair, Vice-Pres. and Secretary 


GEORGE WASHINGTON LIFE INSURANCE COMPANY 
Charleston, West Virginia. 


ARMAS SSA AAT ETET 

















SALARY AND COMMISSION 


offered to capable man to organize an im- 
portant open territory, comprising five coun- 
ties in Pennsylvania. Address 


W. E. Napier, Secretary 


SCRANTON LIFE INSURANCE CO. 
Scranton, Penna. 
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HOW TO ORGANIZE AND OPERATE 
MUTUAL BUILDING AND LOAN ASSOCIATIONS 


A considerable number of insurance men throughout the country are now 
officially interested in local mutual building and loan associations, and find 
that such associations help their insurance business, as well as contributing 
directly to their income. 

A Virginian who is well posted as to the operations of such associations 
has gotten out a little book under the above title, in which the system is 
thoroughly described, with information concerning the keeping of books, 
the forms of certificate of incorporation, by-laws, etc., together with ques- 
tionsfrequently asked about such organizations, and their answers. 

This book is substantially bound in cloth, with gold title. 

PRICE $2.00 PER COPY 

Orders and remittances should be sent to 

THE SPECTATOR COMPANY 


Chicago Office 135 Vito Street 
Insurance Exchange New York 
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THE SPECTATOR 





INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY 
Policies 
from $1,000.00 to $50,000.00, 
with premiums payable anmually, semi-annually 
or quarterly, 
an 
INDUSTRIAL Policies from $12.50 to $1,000.00, 
with premiums payable weekly. 


CONDITION ON DECEMBER 31, 1922. 
Dn 2 eR Ce aan TE EASIER ee aes ARE $ 32,633,933 .05 





TREN U7 TCE ET MS AS Ma ree coc Meyer aun a 28,512,821 .50 
Capital: andi Sug prsisc6:5 oc sera sretarcwre. crocs oiese eve 4,121,111 .55 
WEAStipeeti Ce: TERE ONCE o-oo oho: ao) oven dc seal veeranevels 230,322,163 .00 


Payments to Policyholders.................. 2,331,155 .50 
Total Payments to Policyholders since Organ- 


AOERE oes? atts aie Set ele es oh eat eee $30,051,860 92 
JOHN G. WALKER, President. 











— Yesterday and Today 


Down through the ages from the dim, 
distant past into the light of our present 
day of knowledge and science has come at 
least one giant of man’s imagination— 
FEAR. 

LIFE INSURANCE stands ready as a 
modern means to ease your mind and defend 
your home against the contingencies of 
Life and Death. 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


Hartford, Connecticut 














“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE NEW AGENT RIGHT 
AND 


SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 
JUST THE INFORMATION THE NEW AGENT NEEDS 


and prepares him for 


FIELD WORK AND MORE ADVANCED STUDY 


PRICES: 
Sample copy 50 cents 
£2 Copiéss.....c.:.0- $5.00 100 Copies...... $25.00 
25) COBIES:.. «6.6.66 <. 6 9.00 500 Copies...... 100.00 
50 Copies.......... 15.00 1000 Copies...... 175.00 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 











The Aims of the Company 


The first concern of the Mutual Benefit is security. 
Secondly, the Company has endeavored to liberalize 
its policy contracts to the fullest possible ex- 
tent without incorporating any uncertain or spec- 
ulative features in them. The current policy con- 
tract is a model of pure life insurance. Finally, 
it is the aim of the Company to furnish absolutely 
safe insurance under these liberal policies at the 
lowest possible cost. 


Of course, the liberal benefits of modern policies 
are available to old policyholders—the Mutual 
Benefit way. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Organized 1845 


Newark, New Jersey 











Equitable Life Insurance Company 
of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 
Delaware 

P HENRY P. BLAIR 

‘ 7 JOSEPH SANDERS 

. WILLIAM A. BENNETT 

, ALLEN C. CLARK 

. GILBERT A. CLARK 


WASHINGTON, D. C. 


President 

Vice President : ‘ . 4 2 3 
2nd Vice President (Agency Supervisor) . 
Secretary ‘ = ‘ : . 
Actuary F P . 


Main Office, 816 14th Street, N. W., 











66é 33 
Keep Southern Money at Home 
YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie” and We 

Will Grow Together. 


E. C. HINDS, President 











Gtton States 


LIFE INSURANCE CO-menrris) 











THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr.. Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 
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W. E. SMALL, President 


$2,054,516.67 SURPLUS AND RESERVES AS TO POLICY HOLDERS 


Georgia Casualty Company, macon, oa. 


AUTOMOBILE 
PLATE GLASS 


BURGLARY 
LIABILITY 


AN AMERICAN COMPANY 


E. P. AMERINE, Secy, 


PROPERTY DAMAGE 
WORKMEN’S COMPENSATION 





——— 








HOME LIFE INSURANCE COMPANY 
WM. A. meee, President 


The 63rd Annual Report shows: 
Premiums received during the year 1922................... 
Payments to Policyholders and their AE EP in Death 
Claims, Endowments, Dividends, Etc 5,400,769 
Amount added to the Insurance Reserve Funds............. 2,206,762 
Net Interest Income from Investment 2,110,922 
($722,352 in excess of the amount required to maintain the 
reserve) 
Actual mortality experience 52.87% of the amount expected. 
Insurance in Force 
Admitted Assets 


$7,369,835 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK 


TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 




















Desirable territory open for General 
Agencies in Virginia, Florida and District 
of Columbia. Excellent opportunity for 
producers who can furnish unquestionabic 


references. 


Our Home Life Insurance Co. 
Suite 206-7-9-10 Commercial National Bank Bldg. 
WASHINGTON, D. C. 


UNUSUAL OPPORTUNITY 


A highly successful company desires the services of an 
agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 
information to 

ROCKY MOUNTAIN, 


Care of THe SPECTATOR. 




















The Home Life Insurance Company of America 


Incorporated 1899 
PROTECTS THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from BIRTH 
to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
Sg A$ POLICIES contain valuable SPECIAL DISABILITY and 
TO AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 
Basil S. Walsh, President P. J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 

Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 








WANTED: PRODUCERS OF GOOD BUSINESS 
IN INDIANA, KENTUCKY, ARKANSAS, 
ALABAMA, FLORIDA, AND GEORGIA. 





LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES 





Address C. D. RENICK, President 


Indiana National Life Insurance Company 
INDIANAPOLIS, INDIANA 

















ACACIA MUTUAL LIFE ASSOCIATION 


THIS DID NOT HAPPEN BY CHANCE 

New Insurance Issued in 1922 $38,942,000.00 
Gain in Insurance in Force 21,462,805.00 
Insurance in Force December 31, 1922... . 122,685,100.00 

6,828,344.87 
Increase in Assets 2,214,850.30 
Increase in Reserve 1,683,761.00 
Increase in Surplus 431,446.67 
UNEXCELLED LIFE INSURANCE PROTECTION— 
LO'YEST NET COST—ABSOLUTE SECURITY—PER- 
FECT SERVICE—SQUARE DEALING—A SATISFIED 

FIELD FORCE 


WILLIAM MONTGOMERY Homer Building 
President Washington, D. C. 











for IN DIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 
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